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HE TELLS AND HE SELLS 


CTRL 





A life insurance salesman, in the natural and regular course 
of his work, does two important things—he tells and he sells. He 
tells about the Company he represents, and he sells what the Com- 
pany has to offer. 


It must be borne in mind that “the road to success is through 
ordinary people.” The average policyholder in the Northwestern 
Mutual Life is much like the average of all mankind. He is the 
great American citizen—the man who fully realizes his responsi- 
bilities to himself and to his family and who selects his life insur- 
ance policy and the Company which issues it, with fine discrimination. 


He wants the truth, plain and unadorned, about the Company, 
and he wants to know whether or not it issues the identical policy 
he wants and needs. If he knows about the Company before the 
interview, that much time is saved. On the contrary, if he does not 
know about it, that is an opportunity for the Northwestern Mutual 
Life agent. He can point out that his Company has had seventy-six 
years of satisfactory and successful public service and that it is 
ever ready, willing, and anxious to meet the constantly changing 
needs of people for life insurance protection. He can say that all 
through these years his Company has recognized to the fullest extent 
its fiduciary relationship to its patrons and has so conducted its 
business that it has attained for itself a reputation for integrity, 
dependability, and safety. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 


Milwaukee, Wisconsin 


































































Not a Care 
/ 


Like every other busi- 
ness man he wentthrough 
the usual worries when 
he was earning a living. 
But he isn’t worrying to- 
day. He is enjoying life 
on his John Hancock 
annuity, which will give 
him a definite monthly 
income as long as he 
lives. 


Clip the coupon for 
interesting information 
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She Didn’t 
Pinch Pennies 
A RETIRED business 


woman enjoying life, she 
didn’t miss any fun while 
she prepared for the life 
income she is receiving 
today. She simply planned 
with a part of her earnings 
for a John Hancock An- 
nuity—the ideal arrange- 
ment for young working 
people who want to stay 
young through life. Clip 
the coupon for interesting 
information. 
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LIFE INSURANCE COMPANY 
© | OF BOSTON, MASSACHUSETTS 
~ JOHN ‘HANCOCK I INQUIRY BUREAU 
197 Clarendon St., Boston, Mass. 
Please send me your booklet about Annuities 
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“L’m not Rich- 
but I’m getting 
a lot out of Life 


And I always will. My 
John Hancock Retirement 
Annuity is seeing to that. 
It takes just a small part of 
my pay-check now and 
when I’m ready to retire, 
it will give me a definite 
income as long as I live.” 

One of the nice things 
about an annuity plan is 
that it lets you live while 
earning a living. Clip the 
coupon for interesting in- 
formation. 
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‘JOHN HANCOCK INQUIRY BUREAU 
197 Clarendon St., Boston, Mass. ‘ 
Please send me your booklet about Annuities | 
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John Hancock 1934 Fall advertising tells 
the annuity story in national magazines hav- 
ing a total circulation of 15 millions. 
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Valuable Slants 
Given in Congress 


Cofin and Others Offer Practical 
Tips at New York Agents 
Gathering 


MENTAL ATTITUDE VITAL 


Suggestions on Prospecting and Selling 
Are Made—Prominent Merchant 
on Program 


NEW YORK, Oct. 11.—Contrary to 
the usual idea that mental attitude is 
the cause of production slumps among 
life underwriters, it is more likely to be 
the effect rather than the cause of an 
agent's slump, V. B. Coffin, superin- 
tendent of agencies, Connecticut Mutual 
Life, told the New York City Life Un- 
derwriters Association at the fall sales 
seminar. The real reason for the slump 
is that the agent has run out of inter- 
esting places to go and good prospects 
on whom he has interesting informa- 
tion and to whom he feels he can make 
a good impression, he explained. 

“If we are going to avoid slumps, we 
have go to remember that for every 
sale we make we must put several good 
prospects in the other end of the hop- 
per,” said Mr. Coffin. “Every man 
should ask himself, ‘first, have I a plan 
which forces me to prospect regularly? 
Second, have I a plan for improving my 
telling of the life insurance story (for 
no matter how much he has sold, he 
can always improve the manner of his 
presentation)? Third, have I a plan for 
the effective use of my own time.’ 

Outlines Main Difficulty 


“The major problem of prospecting of 
any good life insurance man is not trou- 
ble in finding prospects but in making 
himself go out and find prospects. There 
are no new methods. What we all need 
is some method that will make us take 
those well known plans and go out and 
use them.” 

Mr. Coffin’s talk was in the form of 
a dialogue with R. G. Engelsman, gen- 
eral agent New York City, Penn Mutual 
Life, who responded that application of 
known methods is largely a question of 
habit, and habits are hard to form. He 
Suggested that each agent get together 
with his general agent or make a bet 
with the man at the next desk that he 
will bring in the name of one new pros- 
pect each day with enough information 
about him to tell why he is a prospect. 
Rather than be embarrassed by falling 
down on his contract, he will stick to 
it, and if he will keep it up for a month 
he will have formed a habit, Mr. Engels- 
man said. 

Speaking from the policyholder’s point 
of view, William Pidgeon, Jr., Roches- 
ter, N. Y., shoe merchant and former 
President New York State Retail Shoe 
Merchant’s Association, said that he 
bought his life insurance only from a 
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Ratings Are Big Issue 
In A. L. C. Convention 


Best Asks Subscribers Whether 
Service Should Be 
Continued 





Much interest is being taken in the 
tabulation of replies to a questionnaire 
sent by the Alfred M. Best Company to 
its subscribers, on whether the ratings 
of that publisher shall be continued. 
The communication does not say that 
Best will be governed by the question- 
naire, but the assumption is that the 





A. M. BEST 


majority sentiment would be given rec- 
ognition. 

The questionnaire was sent out, ac- 
cording to the Best company, because 
of the virtual demand of a committee 
of the American Life Convention that 
the ratings be discontinued. That com- 
mittee requested that Best reply to the 
demand prior to the meeting of the 
American Life Convention in Chicago. 

In the communication, Best under- 
takes to justify the ratings and defend 
hig policy. 

Bitter Depression Issue 


During the depression, the question 
of ratings has been a bitter issue. In 
the boom days when A ratings were en- 
joyed by practically all companies, and 
the public was not in a questioning 
mood, the activities of the rater were 
not challenged. However, as the de- 
pression continued and financial prob- 
lems became acute, a good many of the 
companies began to slide down the rat- 
ers’ alphabet. Some of the companies 
which continued to enjoy an A rating 
started to capitalize on that advantage. 
The public was educated to patronize 
only A companies. The buyer was not 
much impressed with an explanation of 

(CONTINUED ON PAGE 13) 
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Principals in Big Controversy 
Calm Down After Belligerent 
Conference 


The subject of rating life insurance 
companies was the paramount one on 
Monday and Tuesday at the Edgewater 
Beach Hotel, Chicago, previous to the 
general meeting of the American Life 
Convention. Many officials whose com- 
panies had been rated below “A” by the 
A. M. Best Company or which carried 
no rating whatever were up in arms at 
this practice. Even officials whose com- 
panies had an “A” rating felt that this 
system was destructive and should be 


discontinued. 

A special committee of the American 
Life Convention had been appointed 
consisting of H. M. Woollen, American 
Central Life, chairman; O. J. Arnold, 
Northwestern National Life; Julian 
Price, Jefferson Standard Life; U. S. 
Brandt, Ohio State Life, and G. S. Nol- 
len, Bankers Life of Iowa, to take this 
matter up with Mr. Best and see if it 
were not possible to eliminate company 
rating. The committee consisted there- 
fore of five distinguished presidents. 

The committee met with Mr. Best and 
his associates in New York City and 
explored the subject to some extent, 
leaving with the understanding that a 
further conference would be held pre- 
vious to the A. L. C. meeting in Chi- 
cago. On Monday Mr. Best appeared 
with a formidable battery of associates 
consisting of John McElraevy, general 
counsel, Arthur Snyder, treasurer and 
business manager of the Best Company; 
Raymond T. Smith of Chicago, vice- 
president; H. Rawlings, executive rep- 
resentative, and Frank J. Matre, sales 
supervisor. Mr. Best and his associates 
had a long conference Monday with the 
special committee of the A. L. C. to 
which were added F. V. Keesling, presi- 
dent, and Col. C. B. Robbins, manager 
and general counsel of the A. L. C., and 
J. B. Reynolds, president of the Kan- 
sas City Life. Each side was rather 
belligerent at the outset especially as the 

(CONTINUED ON PAGE 14) 





American Life Meeting 


Covered in Extra Issue 





In addition to the reports of 
the annual meeting of the Amer- 
ican Life Convention in this issue, 
a special convention number will 
be published this week and sent 
to all subscribers. The meeting is 
being covered by C. M. Cart- 
wright. The proceedings of the 
various sections and a full account 
of the general meeting, including 
the election of officers, will be 
given in the special issue. 
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Company Meeting 
Held in Chicago 


American Life Convention Is De- 
voting the Week to 
Activities 


FOUR SECTIONS MUSTER 


General Sessions Began Wednesday 
Morning—Notable Speakers Par- 
ticipate in the Proceedings 


H. K. Lindsley, who is president 
of the Farmers & Bankers Life of 
Wichita, Kan., will undoubtedly be 
elected the new president of the 
American Life Convention. The mem- 
bers of the executive committee 
who will retire are John M. Laird, 
vice - president Connecticut General 
Life, and F. P. Manly, chairman of 
the board Indianapolis Life. F. V. 
Keesling, the present president, ac- 
cording to custom will be elected a 
member of the executive committee. 
The holdovers are Daniel Boone, 
president Midland Life, Kansas City; 
G. S. Nollen, president Bankers Life 
of Iowa, and U. S. Brandt, president 
Ohio State Life. There will be two 
vacancies. From all indications these 
places are likely to be filled by 
President T. A. Phillips, Minnesota 
Mutual Life, and Harry Wilson, vice- 
president American Central Life. 


The American Life Convention at its 
annual meeting at the Edgewater Beach 
Hotel in Chicago this week made his- 
tory in some respects. In the first place 
it was engrossed early in the week in 
dealing with Alfred M. Best and his as- 
sociates in the effort to secure a modi- 
fication of Mr. Best’s plan of rating life 
insurance companies, 

Vote Headquarters Move 


The executive committee unanimously 
voted to move the headquarters of the 
organization from St. Louis to Chi- 
cago. Out of 119 companies voting 75 
voted for Chicago by mail, 28 for St. 
Louis and 16 expressed themselves as 
not interested. The action of the com- 
mittee will undoubtedly be ratified at 
the executive session Friday afternoon. 
The. American Service Bureau will 
move to Chicago with the parent or- 
ganization. Both will have adjacent of- 
fices and will locate somewhere in the 
downtown district of the city. In addi- 
tion to moving to Chicago the executive 
committee is seriously considering a 
change in the official title of the Amer- 
ican Life Convention. The older mem- 
bers and especially the founding fathers 
have considerable sentiment about the 
name and do not listen quietly to the 
change. However many others feel that 
the name “American Life Convention” 
is not appropriate and some members 
of the committee feel the name should 
be changed to the “American Life In- 
surance Association.” 

Another movement that attracted in- 
terest was the presence of a large dele- 














(CONTINUED ON PAGE 12) 


2 


LIFE INSURANCE EDITION 


October 12, 193, 








Arthur B. Wood Counsels Against Delay 


in Adjusting Premium Rates 


President Arthur B. Wood of the Sun 
Life of Canada in his address before the 
meeting ,of the American Life Conven- 
tion in Chicago this week, expressed the 
belief that premium rate adjustment 
should be. made, particularly by non- 
participating companies, and surrender 
values should be increased, as measures 
to safeguard the permanent character of 
insurance. ooh 

The determination of nonparticipating 
rates, he pointed out, is a delicate prob- 
lem, for calculations must be made on 
a basis that will provide fully for con- 
tractual undertakings and expenses and 
will also anticipate future trends. In 
the past the various assumptions have 
been conservatively estimated and at 
the present time, he said, these strong 
principles of conservatism should not be 
departed from. ; 

Mr. Wood recalled that in the period 
of expansion, competition centered 
about low net cost. , ; 

Mr. Wood analyzed the rate situation 
first as to annuities, single premium and 
other investment forms and then as to 
annual premium policies. He referred 
to the greatly increased demand for in- 
vestment forms, pointing out that in 
1933 about $293,000,000 was placed with 
companies in the United States and 
Canada for annuities. The companies 
have experienced difficulty in finding 
satisfactory outlets for their funds. 
Many of them have reduced the limits 
applicable to the various classes of in- 
vestment contracts. 


Mortality 


So far as mortality is concerned, he 
said, if annuity premiums are based on 
the assumption that recent past expe- 
rience will be repeated, they will prob- 
ably prove to be insufficient. Additional 
provision should be made for antici- 
pated increase in longevity. The prob- 
lem of interest rate as it affects annuity 
and single premium contracts, is rela- 
tively simple. The entire purchase price 
is paid at once and the company 1s con- 
cerned primarily with the rate of in- 
terest at which the amount may be in- 
vested at the time it is received. The 
rates for new contracts can always be 
changed at short notice. Today it is 
generally considered that no higher 
rate than 3% percent should be as- 
sumed. 

Therefore an upward revision of rates 
is indicated, he said. He urged the com- 
panies, particularly the smaller ones, to 
take immediate action to place rates on 
a basis that will fully provide for carry- 
ing out of contracts and expenses. A 
general increase in annuity rates, he re- 
called, was put into effect by most of 
the companies last year and a number 
of Canadian companies have further in- 
creased their annuity rates this year. 


Annual Premium Policies 


Assumption 


The question of annual premium pol- 
icies is quite complicated. Companies 
are concerned not so much with the in- 
terest rates prevailing at the moment, 
as with the probable average rates over 
a long period. Present indications, he 
said, point to the possibility of further 
declines in interest rate levels and to the 
continuance of low rates for a consider- 
able time. 

He suggested that the present low 
rates which money will command is a 
natural and essential phase in rehabilita- 
tion and in the long run will help re- 
store the condition of prosperity which 
in turn will put a higher value on 
money by increasing the demand for it. 

However the companies must adopt 
a conservative attitude. To offset a re- 
duction in the net rate of interest of 
one-half of 1 percent would, on the 





average, require an increase of about 5% 
percent in premium rates. He quoted 
figures of the declines in average in- 
terest rates during the depression years. 

The question of expenses must be 
taken into account. Although reduc- 
tions in overhead have been made, ris- 
ing prices may be expected to accom- 
pany business recovery. Taxation is a 
factor. There is a tendency to discrim- 
inate against life companies on the 
theory that premiums constitute a rev- 
enue accruing to the companies rather 
than constituting the capital savings of 
policyholders. 


Affects Stability of Business 


These considerations, he said, point to 
the necessity to so adjust premiums as 
to provide fully for every contingency 
suggested by recent experience, current 
trends and the immediate outlook. “It 
is gratifying,’ he said, “to observe that 
many companies of both classes (mu- 
tual and stock) have announced in- 
creases within the past year. While 
there is a natural reluctance to make 
adjustments when new business is so 
dificult to obtain, this consideration 
should not be allowed to delay an action 
directly affecting the stability of the 
business as a whole, and the main point 
safeguarding its character.” 

After analyzing several features of 
the investment situation, Mr. Woods 
voiced the opinion that the life com- 
panies need have but a small portion 





of their assets in liquid form to meet 
even such extraordinary demands as 
were imposed unon them by the de- 
pression. In 1931, the 20 largest com- 
panies after providing for policy loans, 
had available for new _ investments 
$670,000,000; in 1932 they had $223,000,- 
000 and in 1933 they had $449,000,000. 

There ‘is a tendency, he pointed out, 
to hold an unusually large amount of 
cash and short term bonds in anticipa- 
tion of more favorable investment op- 
portunities. Although a higher yield 
may ultimately be obtained by a policy 
of waiting, he said this may be more 
than counterbalanced by the loss of in- 
terest occasioned by delay. Immediate 
investment of the funds in long term 
securities, so long as the yield affords 
a reasonable margin in excess of the 
valuation rates, he declared, at least 
complies with the fundamental require- 
ments to insure stability and the meet- 
ing of future obligations. 


Valuation of Securities 


He referred to the question of valua- 
tion of securities saying that essentially 
this must be determined in the light of 
the long term nature of the undertak- 
ings entered into with a proper regard 
to the fact that the bulk of these lia- 
bilities wilt fall due in the distant fu- 
ture and a recognition of the necessity, 
even in times of extreme pressure, for 
only a moderate degree of liquidity. The 
amortization method recognizes these 


Attorneys Discuss Some 
Vexing Legal Questions 





The history of the suppression of med- 
ical testimony on objection urged by 
the party to be benefited by the statu- 
tory privilege was outlined by Sam T. 
Swansen, general counsel Northwestern 
Mutual, before the annual meeting of the 
Legal Section of the American Life 
Convention in Chicago. He said that 
privileged communication would prob- 
ably not have been recognized and the 
rule of the English courts would have 


been acknowledged under common law. 


principles in every American court had 
not a privilege been established in New 
York by statute in 1828. 

At the present time, statutes more or 
less alike, but differing in detail, are now 
in force in 29 states and in the District 
of Columbia, exempting a physician 
from giving in testimony information ac- 
quired by him in a professional capacity. 


Millennium May Come 


“Perhaps on some millennial date 
shrewd and not over scrupulous claim- 
ants will not be permitted to hide truth 
behind the pretext of an arbitrary priv- 
ilege so that tryers of fact will know 
the whole truth in each case. But that 
happy period has not arrived, and in the 
meantime we must muddle along as 
best we may. I believe the campaign 
must emanate from sources other than 
life insurance companies. Altruistic mo- 
tives are not usually ascribed to us.” 

That companies insert a waiver of 
the privilege in the application for in- 
surance has merit. However, courts in 
some states have held such waiver to be 
against public policy. 

If the insurer accepts the double bur- 
den of proving both the falsity of the 
answer and the serious character of the 
disorder, it has no way usually to prove 
the latter except by offering the only 





witnesses who know the truth, the doc- 
tor or doctors consulted. 

The lawyer-client privilege originated 
at a time when parties themselves could 
not testify, hence the lawyer could not 
disclose his client’s communications. 
The analogy between the doctor-patient 
and the lawyer-client was false and mis- 
leading. 

Progress has been made in the trial 
of causes since the abolition of the rule 
that the parties themselves were in- 
competent witnesses. Legislatures and 
courts are beginning to realize that pub- 
lic policy, the state, is interested in hav- 
ing truth prevail in litigaton between 
citizens. 


Vinson Argues One Point 
in Paper Read by Swansen 


There is room for debate on at least 
One question raised by Mr. Swansen to 
the effect that proof suppressed is pre- 
sumably adverse and unfavorable, not- 
withstanding the privilege statute, W. 
A. Vinson of Vinson, Elkins, Sweeton 
& Weems, Houston, general counsel 
Great Southern Life, stated in a discus- 
sion of the paper which was read by A. 
S. Lytton of Chicago. 

While the cases which Mr. Swansen 
cited support the theory, Mr. Vinson 
said, it is thought by some courts that 
a litigant who avails himself of a stat- 
utory right should not be condemned 
for doing so. The authorities in Bul- 
lock vs. Mutual Life and Rhode vs. 
Metropolitan Life agree that failure to 
call a physician to testify to the extent 
of ailment of applicant for insurance 
will justify an inference adverse to him, 
it is true, Mr. Vinson said. The rea- 
soning is that one who excludes privi- 
leged testimony upon objections should 
be subject to the same odium as one 





principles, he said, and conforms logi. 
cally with them. Referring to the loay 
and surrender features, he pointed out 
that originally this benefit was intro 
duced to enable a policyholder in ten, 
porary difficulty to conserve his policy 
by obtaining a loan to pay his premiyn 
It was never contemplated that thes 
liberalizing features would serve any. 
thing beyond purely subsidiary funy. 
tions. The unusual situation of the last 
few years has revealed the dangers ¢j 
high guaranteed loan and surrende 
values payable on demand. The gran. 
ing of loans and surrenders developed 
into a principal function.  Surrende 
values have now been increased to ; 
point where they are entirely too high 
particularly in the earlier years of th 
contract, he argued. The condition 
which may result in an advantage t 
the withdrawing individual at the ¢;. 
pense of continuing policyholders j 
wrong. A substantial surrender charg 
should be imposed on those who 
not continue their contracts. The 
charge at every duration should be such 
as to insure that the retiring policy. 
holder will not benefit at the expense of 
continuing policyholder. 

_ He cited the dangers of overreadiness 
in making compulsory by _ statutory 
enactment provisions which the com. 
panies may from time to time introduce 
into their contracts, aiming either for: 
larger service of the public or compet: 
tive advantage. The power of compe- 
tition can be relied upon to influence 
the companies to go as far as is wise 
in the direction of liberality. They 
should be left free, however, to correct 
discovered errors. 

He said the agents have felt the full 
weight of the depression and the con- 
panies are disinclined to add to their 
difficulties by introducing restrictions 
However he said the field force can be 
relied upon to take the long view. The 
greatest advantage the agents have en- 
joyed has been the permanence, stabil- 
ity and integrity of the business and ke 
said they will support any proper meas- 
ure aimed toward that end. 








who fails to produce the testimony 
when not privileged. Mr. Vinson, hovw- 
ever, cited a number of cases support: 
ing the opposed view. 

Mr. Vinson could find only two cases 
from any federal jurisdiction dealing 
with the question. The United States 
circuit court of appeals, second circuit, 
adhered to the rule that failure to cal 
a witness to testify to privileged com: 
munication warrants no adverse infer- 
ence, 

Milton W. Mangus Speaks 


Milton W. Mangus, counsel claim de- 
partment State Life of Indiana, asked 
the question whether it would not be 
better for the courts and the bar to aj- 
proach the question of the construction 
of an insurance policy from the same 
point of view as it would do with any 
other instrument. There is no reasof 
why the courts should accept an esta- 
lished rule prejudicial to the contract, 
and disregard the cases of the past 
which have led to a discreditable com 
fusion. 

He said that many of the courts are 
recognizing that many cases that art 
cited as a comparison for construction 
that disability benefits begin with the 
disability are interpretations of contracts 
really based upon the notion of thé 
courts that they were not bound to ap 
ply settled rules of construction to the 
policy before declaring an ambiguity t 
exist. 

(CONTINUED ON PAGE 15) 
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Keesling’s Report 
Is Comprehensive 


suggests How to Make American 
Life Convention More 
Effective 


TELLS BURDEN OF TAXES 


Treats Subjects of Immediate Concern 
and Those of Broad Significance So- 
cially, Economically and Politically 


Running the gamut from considera- 
tion of broad economic and social ques- 
tions to immediate problems concern- 
ing life insurance and the American Life 
Convention today, such as agitation 
in favor of federal supervision, taxation 
and where the headquarters of the asso- 
cation shall be located, the presidential 
address of Francis V. Keesling at the 
meeting of the American Life Conven- 
tion in Chicago was suggestive of jobs 
to be tackled and policies and courses 
of action to be taken. Mr. Keesling is 
vice-president of the West Coast Life. 
He put himself on the defensive at 
the outset, by savine that the value of 
conventions is controversial. He then 
proceeded to show how the gatherings 
of the American Life Convention might 
be made more valuable. He criticised 
the tendency of those who attend the 
conventions to keep to themselves the 
information and ideas gained. Such ex- 
ecutives, he indicated, are not suffi- 
ciently interested in the continuity of 
their organizations. He recalled that 
the constitution of the American Life 
Convention provides for a Junior Sec- 
tion to be composed of junior officers. 

Impracticable Undertaking 


This is a dead letter and is probably 
an impracticable undertaking, he said. 
However, the purpose of the unborn 
Junior Section may be effected in other 
ways. The junior officers should be in- 
formed of what transpires at the meet- 
ings, 

Home office counsel, attending the 
Legal Section meetings, should transmit 
to local counsel the information acquired 
thereat. Members of the Medical Sec- 
tion should transmit to local examiners 
instructions resulting from experience 
and specialization. 

“If the executive,” he said, “who at- 
tends meetings of the American Life 
Convention, reserves unto himself all 
the knowledge he acquires, the com- 
pany he represents is not receiving the 
benefit to which it is entitled. There 
must be effort to disseminate through- 
out the staff suggestions and instruc- 
tions based thereon.” 

Mr. Keesling paid tribute to Byron K. 
Elliott, who resigned during the year 
a manager of the American Life Con- 
vention to join the John Hancock. He 
explained the procedure that was fol- 
lowed in selecting Col. C. B. Robbins 
as the successor. 

Mr. Keesling undertook to answer the 
question: “What may be done _ for 
gteater effectiveness?” He suggested 
that the committee on uniform laws 
should take a new lease of life and co- 
operate with other organizations. Rep- 
resentation of the convention in the 
United States Chamber of Commerce 
should be more effectively utilized. 

The American Life Convention, he 
said, has taken itself seriously. “Its 


convocations do not suffer from a dis- 
tegard of responsibility of its repre- 
sentatives which characterize the meet- 
Ings of many other groups,” he declared. 

Mr. Keesling said the American Serv- 
There 


ice Bureau steadily progresses. 





Definite Trend Toward 
Smaller Contracts Seen 





Evidence that there is a very definite 
trend toward smaller sized policies in 
life insurance sales is found in an analy- 
sis of this question made by the Life 
Insurance Sales Research Bureau and 
brought up to date, as of mid-year, 1934. 
The figures are taken from the experi- 
ence of a representative number of the 
prominent companies to give a measure 


of total business. They show, of 
course, only ordinary business. 
Figures Compared With 1930 


Taking 1930 as the base for compari- 
son, they first show the shrinkage in 
new sales from a peak of $4,512,000,000 
for this group of companies in 1930 
down to $2,382,000,000 in 1933—practi- 
cally one-half—and $1,113,000,000 for 
the first half of 1934, which, if contin- 
ued at the same pace, would give a to- 
tal this year slightly below 1933. 

Correlating the number of policies, it 





is then shown that the average size of 
policy has shrunk from $3,624 in 1930 
to $2,628 for the first half of this year, 
which is a decrease of just about 30 


percent. The shrinkage has been steady 
over the five years, as follows: 1930, 
$3,624; 1931 $3,444; 1932, $3,078; 1933, 


2,736; 1934, $2,628. 
Sharp Shrinkage Is Seen 


Going still further into the analysis, 
it is shown that ordinary business 
alone, excluding endowment, annuity, 


term and special forms, has fallen to a 
still lower average size, namely $2,212 
thus far this year. This is a shrinkage 
of nearly 38 percent from the 1930 fig- 
ure of $3,535 for ordinary alone. It is 
also significant that this division of 
sales, ordinary business, has shrunk 
from 73 percent of total business in 
1930 to 59 percent of total business 
both last year and thus far this year. 








remains for many members to make 
greater use of this service. 

He reported on the outcome of the 
referendum as to location of the execu- 
tive offices. There were 75 companies 
which favored Chicago, 28 St. Louis and 
16 expressed no preference. 

Cash and Loan Values 


He urged continued deliberations on 
the part of the special committee on pol- 
icy provisions for cash and loan values 
and related subjects, which was ap- 
pointed last year. 

Mr. Keesling devoted considerable at- 
tention to the question of valuation of 
securities and recalled that he had ap- 








pointed a special committee on the sub- 
ject. He referred to the efforts in some 
quarters to bring about national super- 
vision of insurance. “No one,” he said, 


“who has a thorough understanding of’ 


the important part that is played by the 
so-called smaller life insurance com- 
panies should participate in aid of any 
such movement. With all the burdens 
and the inflictions of variable rulings 
and regulations, there is an assurance 
of justice and the safeguarding of the 
public welfare under state supervision. 
We should reaffirm our declaration ‘that 
we are opposed to any interference of 
state supervision and control of life in- 
(CONTINUED ON PAGE 22) 
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life insurance reserves. 
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Justice 


Agency Managers observed during recent years 
that the sales of the older, experienced men sutfered 
in comparison with the volume of the younger. 
stated cause was that the older men were finding it 
difficult to adapt their underwriting viewpoint to the 
situations of the type of men who had been their best 
We believe this was not the only cause, nor 
was it the chief one in every case. 
have a goodly list of clients. 
in financial difficulties, and were obliged to use their 
The Agent had to spend a 
sizable portion of his time in emergency servicing 
work, and his production suffered by the amount that 
the servicing time would have produced. 


The new business of the older Agents everywhere 
is rising, showing that still they have their ability, 
and that too much emphasis in the earlier days of the 
depression was laid upon their alleged lack of adapt- 


THE PENN MUTUAL LIFE INSURANCE Co. 


WM. A. LAW, President 
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The older Agents 
Very many of them were 


Philadelphia 

















Financial People 
In Chicago Meet 


Dr. H. C. M. Case Gives Chief 
Address Before A. L. C. 
Section 


O. J. LACY IS CHAIRMAN 


H. B. Hill, Abraham Lincoln Life, 
Chosen New Head and Harry 
Wade, United Mutual, Secretary 


NEW OFFICERS ELECTED 
Chairman—H., B. Hill, Springfield, IIL, 
president Abraham Lincoln Life. 
Seeretary—Harry Wade, Indianapolis, 
assistant to the president United Mutual 
Life. 


At the meeting of the Financial Sec- 
tion of the American Life Convention 
Tuesday in Chicago O. J. Lacy, presi- 
dent California Western States Life, 
presided as chairman and H. B. Hill, 
president Abraham Lincoln Life of 
Springfield, Ill., acted as secretary. The 
chief address was made by Dr. H. C. 
M. Case of the Agricultural Adjustment 
Administration at Washington. Dr. 
Case has returned to his post at the 


University of Illinois feeling that the 
Farm Credit Administration has ac- 
complished much worth while in at- 
tempting to ease distress cases where 
farmers were burdened with debts. Al- 
together he said some 200,000 farms and 
homes have been saved through this 
federal agency involving $125,000,000. 
He said it was necessary for all hands 
to realize the emergency situation and 
to attempt to be fair with both debtors 
and creditors. He said many farmers 
still face an emergency but he feels that 
the machinery is working now quite 
effectively and these additional cases 
will be taken up deliberately. He said 
that after all each farm case has to be 
settled on its own merits. The purpose 
has been to so readjust conditions that 
efficient and honest farmers who want 
to meet their obligations as best they 
can will be able to remain on their 
farms but with the knowledge that out 
of their income they can gradually pay 
off their debts and yet earn a comfort- 
able living. 
Worked Through State Machinery 


The AAA worked through the state 
authorities. Each state was asked to 
have a farm debt adjustment committee 
and they in turn formed county com- 
mittees. There were 43 states that set 
up machinery of this kind. 

Hugh S. Magill, president of the 
American Federation of Utility Invest- 
ors, told about his organization, saying 
there is about $20,000,000 invested in 
utilities and there are about 10,000,000 
investors. He claimed that his organ- 
ization was not governed by the utility 
companies nor did it receive an con- 
tribution from them. It charges a 
membership fee and through this means 
finances the important work of protect- 
ing investors in this particular line, 
Mr. Magill charged the government 
with discriminating against the utilities 
and thus working a hardship on the in- 
vestors. He held that no person should 
be deprived of his constitutional rights 
through these federal processes. Con- 
gress, he said, passed an act whch ex- 
pires July 1 of next year imposing a 
tax of 3 percent on the gross receipts 
of utilities and prohibited them from 
passing this on to consumers although 
other industries were permitted to al- 
low the buyer to pay the freight. 

J. E. McPherson, treasurer of the 





(CONTINUED ON PAGE 22) 
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CENTRAL 


LIFE 


INSURANCE 
COMPANY 


ESTABLISHED 1899 


INDIANAPOLIS, INDIANA 


AMERICAN — 


@ All modern forms of Life Insurance and An- 
nuity contracts are written, either on an annual 


or single premium basis. 


Annuities include Re- 


tirement Income, Elective (Deferred), Joint and 
Survivor, Refund, and Survivorship--one for any 
type of prospect, in short. 

















Specializing in Correct Solutions 


for Individual Problems 


Whether it’s a simple clean-up need or a many-sided 
financial program— 


"THERE'S A PLAN THAT FITS" 
Participating AND Non-Participating 
Standard Life and Endowment Policies 
Guaranteed-rate, minimum cost Estate Replenishment 
Retirement Income with Immediate Insurance 
Retirement Annuities and Life Annuities 
Family Income Protection 
"5-way" Life Insurance (Accident & Sickness benefits 

included) 

Sub-Standard Insurance 
Non-Cancellable Disability Income Protection 
Modern Accident Insurance—for men and women 
Medical Expense Reimbursement Plans 


Home Office 


Los Angeles, California 


Founded 1868 


acitic Mutual Lite 


/nsurance Company sramenz 
GEORGE 1.COCHRAN., pnesioent 


Assets 


Over $198,000,000 

















Legal Section of 
A.L.C. in Meeting 


Company Counsel Debate Live 
Issues Affecting Conduct 
of Business 


NEW DEAL CONSIDERED 


Weymouth Kirkland Discusses Possible 
Effects on Insurance of NRA Quasi- 
Legislative Functions 





NEW OFFICERS ELECTED 
Chairman—James C. Jones, Jr., St. 
Louis, Central States Life. 
Secretary —Sam B. Sebree, Kansas 
City, Mo., Midland Life. 


The Legal Section of the American 
Life Convention opened its annual meet- 
ing in Chicago Monday morning with 
Allan E. Brosmith, attorney of the 
Travelers, chairman, presiding. J. C. 
Jones, Jr., counsel Central States Life 
of St. Louis, was secretary. 

M. W. Mangus, associate counsel 
State Life of Indiana, was the first 
speaker, presenting his paper, ‘““Miscon- 
ceived Public Policy—the True Basis of 
Decisions Allowing Disability Benefits 
Prior to Proofs.” R. E. Hall of Hart- 
ford, associate counsel of the Aetna Life, 
was the formal discussant. W. C. Wells, 
general counsel Lamar Life of Jackson, 
Miss., and L. C. Stebbins, counsel Cen- 
tral Life of Illinois, made informal re- 
marks. E. K. Williams of Winnipeg was 
not able to be present to read his paper, 
and hence Allen May of St. Louis, gen- 
eral counsel General American Life, read 
it, the subject being: “Some Thoughts 
of Administration of Civil Justice as 
Particularly Applicable to the Insurance 
Business.” 


Lack Knowledge of Insurance 


J. S. New of Baltimore, general coun- 
sel Eureka-Maryland Assurance, in dis- 
cussing the paper said that very few 
judges had any insurance legal experi- 
ence. This is shown in irreconcilable 
decisions and the general lack of knowl- 
edge found in them. Mr. New feels that 
it is a mistake to try to abolish the jury 
system. He said that the companies take 
risks that they should not, then there is 
not much justification in contesting 
claims under these conditions. 

Counsel of life companies, he stated, 
have a decided advantage over attorneys 
for the plaintiff. The latter, he said, usu- 
ally prove too much or too little. They 
do not know the fundamentals of insur- 
ance contracts and hence they are forced 
to rely on the judge and the jury to win 
their points. 

Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, gave a review of recent deci- 
sions. F. V. Keesling, president of the 
American Life Convention and former 
chairman of the Legal Section, was in- 
troduced, saying: “Be sure we say what 
we mean and then try to be frank in our 
relationship with the courts and make 
ourselves clear.” Mr. Keesling said that 
the Legal Section and the Association 
of Life Insurance Counsel had accom- 
plished much and had built up a fine 
bibliography. He called attention to the 
fact that the two officers of the Legal 
Section were sons of elder statesmen 
who had long been prominent in the or- 
ganization. Chairman Brosmith is a son 
of William Brosmith, general counsel 
of the Travelers and Mr. Jones is a son 
of J. C. Jones, Sr., the imminent St. 
Louis attorney. 

At the noon luncheon Monday the 
attorneys and the guests had as speaker 
Weymouth Kirkland of the Chicago bar, 
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| Now at Head of Two 
Southern Life Companie, 


| 
























LAURENCE F. LEE 






Laurence F. Lee is now president of 
two life insurance companies. He has 
just been elected head of the Peninsular 
Life of Jacksonville, Fla. For som 
time he has been president of the Occ. 
dental Life of Raleigh, N. C. Interests 
identified with the Occidental Life x. 
quired a substantial interest in the Pen. 
insular Life. 


















who was introduced by W. H. Eckert, 
well-known life insurance attorney. Mr. 
Kirkland dwelt on the possible future of 
the judicial system under the New Deal. 
He said that the new federal acts are 
tending to decentralize large legal firms. 
He thinks the general practitioner may 
come into his own again. The tendency 
of the day, he said, is gradually to take 
power from the judicial end of govern 
ment and place it in the administrative 
hands, 

He predicts that eventually all casu- 
alties will be covered by compensation 
acts just as industrial accidents now are. 
He called attention to the fact that the 
practice of lawyers is shrinking mate- 
rially. This is especially notable in chan- 
cery and probate work. Some lawyers 
have built a comfortable federal income 
tax practice but the tendency now is 10 
disallow refunds. Receiverships in fed 
eral courts have given the attorneys con- 
siderable work. The new federal bank- 
ruptcy act will almost eliminate this 
practice. 

Calls Federal Probe Futile 


Mr. Kirkland stated that it had been 
his observation the Congressional inves- 
tigation of federal courts and attorneys 
as to the payment of supposedly exorbi- 
tant fees in receivership cases had beet 
of no avail. In case of legal work for 
banks, he said, the bank examiners at 
higher authorities have assumed almost 
complete control. By executive ordet, 
law is being created. He said there has 
been a formidable amount of adminis 
trative legislation developed. During 15 
months up to June 1 there were 674 ex 
ecutive orders. He called attention ‘0 
the quasi-legislative authority vested 
in the code regulations. During the year, 
he said, there were 10,000 pages of law 
promulgated by the NRA, 

Mr. Kirkland said frankly that law 
yers are the product of the cannibalistic 
age. If there is to be planned economy 
then lawyers will be exterminated. 1! 
large law firms are to continue then, ht 
said, something must be done to waf 
off the machinery that is now mowing 
them down. The codes, he said, are call- 
ing for specialized legal service. Mr. 
Kirkland gave it as his opinion that 
professional men will not be benefited by 
inflation. 
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Sale of United States Life 
Has Been Consummated 
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MOIR REMAINS AT THE HELM 





Agency Operations to Be Widened and 
Foreign Department Will Be Or- 
ganized Later 





‘The deal has now been consummated 

which C. V. Starr acquires control of 
the United States Life and it is likely 
that this venerable company will now 
take a new lease of life and become an 
increasingly important factor in the busi- 


ness. Pe 

‘Henry Moir will continue as presi- 
dent, the position he has held for the 
last 12 years. Mr. Starr states the 
agency organization will be widened so 
that the company may assume the pres- 
tige to which it is entitled by its tradi- 
tion. It is the tenth oldest life insur- 
ance company in the United States and 
the third oldest in New York. 

Mr. Starr indicated that operations 
may be extended to foreign countries. 
Mr. Starr is president of the American 
International Underwriters, an agency 
handling the foreign business of a group 
of American companies, and he is presi- 
dent of the American Asiatic Under- 
writers, which renders a similar service 
for an international group of companies 
in the far east. He controls the Asia 
Life. an American company, the Inter- 
national Assurance, of British charter, 
the Franco-Americaine d’Assurances, a 
French company, and is manager for 
the Metropolitan of Manila. 

The foreign activities of all of these 
various concerns are more or less co- 
ordinated and the United States Life will 
enjoy considerable advantage by being 
included in the group. Mr. Starr states 
when adequate men have been trained 
for the work, the United States Life 





will organize its foreign department. 

Mr. Moir has had a long and success- 
ful insurance career in this country and 
abroad. He came to the United States 
in 1901 as actuary of the Provident Sav- 
ings Life. From 1909-1922 he was ac- 
tuary and vice-president of the Home 
Life of New York. 


Informal Dinner Planned 
for Chicago Joint Meeting 





An informal dinner will be held the 
first evening during the annual meeting 
of the Life Insurance Sales Research 
Bureau and Association of Life Agency 
Officers in Chicago, Oct. 29-31. No 
special program has been planned but a 
section of the Edgewater Beach ho- 
tel’s marine dining room will be set 
aside for this purpose. The committee 
On arrangements expresses hope that 
delegates will make no other plans for 
the first part of the evening. 

Special attention is being paid to ar- 
ranging a program of activity for the 
wives of persons attending the meeting. 
Sightseeing and shopping outings, and 
social functions have been planned. 


New Philadelphia Directory 


The new Philadelphia Insurance Tele- 
phone Directory, giving the names, ad- 
dressed and phone numbers of leading 
insurance men in Philadelphia and sub- 
urbs, has just been published by THE 
NATIONAL UNDERWRITER. The directory 
this year is more comprehensive than 
ever before and lists the greatest number 
of names that have ever been published 
of Philadelphia insurance men. As usual, 
the directory is distributed free of 
charge. Copies have already been 
mailed to everyone whose name appears 
in it. Extra copies can be obtained 
from the Philadelphia office of THE 
NATIONAL UNDERWRITER, 1127 Fidelity- 
Philadelphia building, in charge of 
Harry C. Mountain, Philadelphia resi- 
dent manager. 








West Coast Official Is 
Presiding Over Meeting 











FRANCIS V. KEESLING 


At the meeting of the American Life 
Convention in Chicago this week, a dis- 
tinguished San Francisco attorney and 
life company official is presiding, he be- 
ing head of the organization. F. V. Kees- 
ling is vice-president and general coun- 
sel of the West Coast Life. He has long 
been regarded as one of the stalwarts 
of the American Life Convention. He 
has attended its meetings regularly. He 
served as secretary and then chairman 
of its Legal Section. He retired a year 
ago as president of the Association of 
Life Insurance Counsel. In his city and 
state he is a distinguished citizen and 
—_ rendered notable service along civic 

nes. 








Program Announced for 
American Institute Meet 


MANY IMPORTANT TOPICS UP 





Stimulating Subjects for Informal Dis- 
cussion Are Prepared for Actuarial 
Meeting in Chicago 





_ The program committee of the Amer- 
ican Institute of Actuaries has com- 
pleted its work in connection with the 
fall meeting which will be held in the 
Edgewater Beach Hotel, Chicago, Nov. 
1-2. As usual the committee has pre- 
pared a series of topics, around which 
informal discussion will center. Much 
thought is devoted to the selection of 
topics and wording of questions so that 
valuable contributions on current sit- 
uations may be inspired. 

Most of the first morning session is 
consumed with presentation of brief an- 
alyses of new papers and discussion of 
papers formerly presented. Then the 
decks are cleared for informal discus- 
sion. 

Following the address by T. A. Phil- 
lips, president of the Institute, who is 
president of the Minnesota Mutual Life, 
the following papers will be presented: 
“The Mathematics of the Automatic 
Premium Loan Clause,” by S. Shannon; 
“Railroad Retirement Act,” by Rainard 
B. Robbins; “Group Hospitalization 
Benefits,” by G. W. Fitzhugh; “Further 
Remarks on Group Annuities,” by R. 
A. Hohaus. 

Then there will be discussion of pa- 
pers previously submitted as follows: 
“Reinsurance Subject to Lien,” by Ed- 
ward B. Fackler; “Rating the Heart 
Murmurs, the Nature of the Problem,” 
by Annie Mary Lyle. 

The topics for informal discussion are 
as follows: 

(CONTINUED ON PAGE 14) 














Durinc the month of October, members of our Branch Office 
clerical staff are engaged in giving Jefferson Standard agents special 
conservation service. Once each year a check-up’ is conducted by 
agency, with Branch Office assistance. Every lapsed policyholder is 
given another opportunity to ‘come back into the fold.” Just another 


feature of Jefferson Standard service to agents! 


A. R. PERKINS 
Agency Manager 


Julian Price, President 


JEFFERSON STANDARD LIFE INSURANCE COMPANY 
GREENSBORO, N. C. 


INSURANCE IN FORCE — $310,000,000 
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CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 


Wilmington, Delaware 


Is inaugurating a 
permanent company 
development plan, 


with 


Supervisory and 
District Managership 


openings 
in 


District of Columbia 
Maryland 
Massachusetts 


New Jersey 
New York 


Pennsylvania 
Virginia 
West Virginia 


for men who have 


A REASONABLY GOOD AND 
A STEADY PERSONAL 
PRODUCTION RECORD 


WHO NOW DESIRE TO 
BUILD A UNIT OF 
THEIR OWN 


reasonable financial backing 


... liberal organization re- 


ward ... opportunity of per- 
manent salaried managerships 

. service salary retirement 
contract for personal produc- 


tion. .. 





Wilmington--Delaware 
D. E. JONES, Vice-President 





Mortgage Is Seen 
in Kindly Light 


Arthur Hall Praises This Type of 
Investment for Life 
Companies 


PRECAUTIONS NECESSARY 


Seven Rules Reemphasized During De- 
pression Cited by Lincoln National 
President Before Mortgage Bankers 





Seven well established principles that 
should guide the life insurance company 
in making mortgage loan investments 
have been reemphasized during the de- 
pression, according to Arthur F. Hall, 
president of the Lincoln National Life, 
who addressed the annual convention of 
the Mortgage Bankers Association in 
Chicago. 

The loan correspondent should never 
conceal the true status of a loan by ad- 


vancing taxes or interest. If the loan is 
not in a healthy condition, the creditor 
should ‘be among the first to know 
about it. 

The percentage loaned to appraised 
value should vary with the position of 
general business in the economic cycle. 
When prices and construction costs are 
abnormally high, appraisal should be 
made on an ultra-conservative basis and 
the percentage of the appraised value 
loaned should be correspondingly lower. 


Redemption Period 


The percentage of appraised value 
loaned should take into consideration 
the regulations in the various states as 
to the redemption period. In a state 
which has an unreasonably long period 
of redemption, the amount invested in- 
creases during the period when the com- 
pany does not have control of the prop- 
erty. 

Income should be of paramount con- 
sideration. A distinction should be borne 
in mind between an investment mort- 
gage and a speculative mortgage. A 
mortgage upon a property worth three 
or four times the amount loaned is not 
necessarily a desirable loan. More im- 
portant than the apparent equity is the 
stable, income-producing quality of the 
property and its general utility. 

Excessive loans upon a property on 
the strength of the borrower’s financial 
condition are unsound. Frequently the 
borrower’s condition changes as the 
business depression becomes more acute. 
During the depression, the mortgagee 
often had to forego a deficiency judg- 
ment, just because the court refused to 
give such relief and made the mortgagee 
feel he should look more and more to 
the security upon which the original loan 
was made. In other words, the income 
producing value of the property is the 
prime consideration. 


Government Competition 


The life company should beware of 
lending of funds in competition with 
governmental agencies. Such competi- 
tion, he said, has had a tendency to re- 
duce interest rates and to inject careless 
and unsound practices into the invest- 
ment field. 

The value of amortization of principal 
has been proved. The amortization per- 
riod should allow for depreciation and 
obsolescence of facilities and locations. 
Where the amortization system is em- 
ployed, the borrower learns that a mort- 
gage loan is not a permanent loan and 
it must ultimately be repaid. 

Mr. Hall said he favors in the future 
basing compensation of the loan cor- 
respondent on participation in interest 





rather than a lump sum payment. The 
old basis was a commission at the time 
a loan was made. The service to be ren- 
dered by the correspondent was largely 
to come later. This plan worked out so 
long as current funds were coming into 
the hands of the correspondent for in- 
vestment but when new funds are no 
longer available and old loans broke 
down, the correspondent had no further 
income for the servicing of loans and the 
companies had to take over this func- 
tion. 
Outery Against Investors 


“In times such as these,” Mr. Hall 
concluded, “there is quite frequently an 
outcry against the investors. These peo- 
ple are pictured as hard fisted individ- 
uals grinding the debtor under their 
heels. There is always in such times a 
large measttre of public opinion for a 
moratorium, reduction of interest rate 
and the cutting of principal. Such agita- 
tors fail to take into consideration that 
the very people they are attempting to 
relieve are also policyholders and de- 
positors. The rebound from such lib- 
eral treatment leads back to themselves 
and to their neighbors.” 

Mr. Hall said that the mortgage loan 
is still a desirable life insurance invest- 
ment. Mortgages give the companies a 
particular opportunity to diversify in- 
vestments. Mortgages are diversified 
geographically, by exposure to the haz- 
ards of industry in different centers and 
as to types of structure. By such di- 
versification there is reduced to the 
minimum the general exposure to ad- 
verse conditions. Diversification as to 
maturity dates is not so important now 
because of the tendency towards amort- 
ization of principal with full liquidation 
spread over 10 or 15 years. Such amort- 
ization removes the principal objection 
to mortgage loans, which is that they are 
not liquid. However, he warned against 
putting too much emphasis on the lack 
of liquidity of mortgages, saying that 
the life companies’ investment structure 
contemplates varying degrees of liquid- 
ity, with corporate and public securities 
being the most liquid and mortgage 
loans the least. 


Companies Are Conservative 


Mortgage loans have been satisfac- 
tory as life company investments because 
the companies have been conservative 
and because the statutes place restric- 
tions upon the character of loans which 
may be made. Most companies have 
adopted even more stringent regulations 
than those imposed by law. For instance, 
they will not lend in excess of 50 percent 
of the land value and 20 percent of the 
value of improvement. They do not or- 
dinarily loan on special purpose build- 
ings, which do not have general market- 
ability in the event of foreclosure. They 
have placed restrictions upon the amount 
invested in a single mortgage. As an 
example, he said the largest mortgage 
of the Lincoln National is not in ex- 
cess of one-half of 1 percent of the 
total assets. The average ratio of loans 
to the appraised valuation at the time 
of making the loans in the Lincoln Na- 
tional is 37 percent. 

He recalled that in previous depres- 
sions there were threats of currency 
inflation just as in the present depres- 
sion and if any period of extreme in- 
flation should set in, the real estate hold- 
ings of life companies would represent 
their best hedge for the protection of 
policyholders. 





TRAVELERS’ METHODS 





E. T. Gaines, Des Moines manager of 
the Travelers in charge of mortgages, 
outlined the methods of his company in 
handling farm mortgages before the 
Mortgage Bankers Association conven- 
tion in Chicago. 

The Travelers organized its own mort- 
gage department in 1927. It generally 
operated through correspondents until 
1930, when it experimented with its own 
office to handle mortgages in Des 
Moines. 





By 1932, the Iowa plan was | 





Puts in Good Word for 
Mortgage as Investment 
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HALL 


ARTHUR F. 


Arthur F. Hall, president of the Lin. 
coln National Life, addressing the con- 
vention of the Mortgage Bankers Asso- 
ciation of America in Chicago last week, 
pointed out the virtue of the mortgage 
as a primary type of investment for life 
insurance companies, indicated some of 
the principles that should guide the in. 
vestor and made some suggestions as 
to future changes. 








set up in all the states in which it oper- 
ated. The branch office under a man- 
ager supervises the property through its 
field men, all working under the mort- 
gage department of the home office. It 
handles sales, improvements, renewals 
and collections. 

Mr. Gaines said that it has been found 
that men 30 to 45 years of age raised 
on a farm with a good education and a 
good personality made the best salesmen 
and collectors. Six months or a year 1s 
required to educate the men. There are 
eight districts reporting to the Des 
Moines office. The men in each district 
office are equipped with an auto, stenog- 
rapher and report weekly. The weekly 
expenses of the field men will run ap- 
proximately $50 per man; he drives 1,000 
miles per month and is away five nights 
a week. 

Loans delinquent 30 days are reported 
to the superintendent. If a decision 1s 
made to foreclose a property, after 4 
conference at the branch office and with 
the approval of the home office, the fore- 
closure papers go to a local attorney. 

The plan has been found very suc- 
cessful. 


Names Michigan Representative 


The George C. Hunt agency of Man- 
istee, Mich., a well known fire and cas- 
ualty office, has taken on representation 
of the Manor House Association for 
western Michigan. 

This agency will bring to the atten- 
tion of life insurance men in various 
Michigan cities, the advantages of the 
Manor house plan in securing new life 
insurance business in their own compa- 
nies. Mr. Hunt is the son of George 
C. Hunt, Sr., who is secretary of the 
Manor House Association. 


Reynolds in New Office 


Charles O. Reynolds, Chicago g¢- 
eral agent Lincoln National, held a re 
ception Thursday in his new offices at 
2120 Field building which a number of 
Chicago insurance people attended. Mr. 
Reynolds has been with the company 
seven years. Previous to that he was 
in the investment business. 
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Industrial Heads 
Hold Conference 


Focus on Agent at American Life 
Convention Section 
Meet 


J. F. MAINE GIVES REPORT 


Recruiting, Selecting and Training of 
Field Force Discussed—Conserva- 
tion and Underwriting Viewed 


Attention was focused on the agent 
at the American Life Convention’s In- 
dustrial Section meeting in Chicago this 
week. Recruiting, selecting and training 
of agents were considered as well as 
the important part agents play in con- 
servation and selection of risks. Timeli- 
ness of the subjects considered was as- 
sured by selecting them through the aid 
of a questionnaire sent to industrial 
companies. 

In his annual report Chairman J. F. 
Maine, superintendent of industrial 
agencies of the London Life, said that 
the old school of “production” is fast 
passing out and the new school of “in- 
creased industrial life insurance, good 
account condition and gain in ordinary 
life insurance in force” is rapidly dis- 
placing it. He said that ill advised selling 
methods used by agents were caused in 
great part by pressure for greater pro- 
duction by the manager and home office. 

An interesting part of Mr. Maine’s 
report was the result of a questionnaire 





sent out to industrial companies cover- 
ing the hiring of ex-agents. The com- 
panies were about divided on their 
experience with ex-agents although a 
decided majority require a favorable 
past record before employing them. Mr. 
Maine predicted that industrial com- 
panies in the future will exercise 
greater care in selecting men for their 
agency organizations and devote sincere 
thought in training them. 

“Tf industrial life insurance companies 
will exercise even greater care than they 
have, in selecting men for their agency 
organization, then devote as much sin- 
cere thought to training them to become 
creditable and honest representatives of 
the institution of life insurance as they 
devote to ways and means of securing 
production, it will not be long until there 
will be a vast improvement in the ethics 
and sales technique of our industrial 
life insurance salesmen,” declared Mr. 
Maine. 


Bentley Discusses Recruiting 


An exhaustive survey of methods of 
recruiting and selecting industrial life 
insurance agents was presented by H. J. 
Bentley, supervisor of field instruction 
industrial branch of the London Life. 
He recommends as strict and rigid 
methods of selection of agents as prac- 
ticed in the selection of risks. Because 
of the agent’s frequent contact with the 
policyholder it is imperative that a high 
grade man be selected. Mr. Bentley 
outlined in detail the requirements for 
a good agent and said that several of 
the industrial companies are using a 
rating chart which places a value on 
each qualification and enables the selec- 
tor to determine the prospective agent’s 
general average. He recommended strict 
adherence to this plan with very few 
exceptions. 

In discussing sources of new agents, 
Mr. Bentley recommended pre-selective 
recruiting in order to get men who have 
qualifications rather than men who are 
seeking jobs. 

Methods of training industrial agents 





were outlined by E. W. Craig, vice- 
president National Life & Accident. 
Curtis P. Kendall, vice-president Wash- 
ington National, talked on agency con- 
tracts. 

How Underwriting Department Works 


A detailed analysis of the workings of 
the underwriting department of the Life 
& Casualty of Tennessee was presented 
by C. M. Herron, inspector of indus- 
trial risks. He pointed out the impor- 
tance of agents in making proper selec- 
tion, saying this was the crux of the 
problem. Companies must constantly 
safeguard against selection against them. 
The selection of risks is becoming in- 
creasingly difficult because of the 
changed attitude of applicants. At one 
time the applicant was hesitant about 
misrepresenting the facts but that day 
is past and the applicant now thinks, and 
not without reason, that the possession 
of the policy is nine-tenths of the law. 

Risks between ages 45 and 65 are 
more susceptible to misrepresentation of 
ages and impairment, said Mr. Herron. 
Once the impaired risks get accepted 
they always hold on to their policies. 
Lapses are always’ greater among 
healthy than unhealthy policyholders. 
Impaired risks invariably apply for pol- 
icies that give the most protection for 
the least cost. As a result the mortality 
with all the companies is much higher 
on the whole life than under the endow- 
ment and limited pay policies. 


Agent Key to Conservation 


Stressing the fact that the agent is the 
key to successful conservation, P. J. Mo- 
han, field manager of the Eureka-Mary- 
land Assurance, discussed “Stimulating 
Conservation among Industrial Agents.” 
Seven factors responsible for high ter- 
minations were given by Mr. Mohan: 
(1) Improper selling; (2) a real or fan- 
cied grievance; (3) switching or twist- 
ing; (4) misunderstanding the policy; 
(5) making the proposition cheap by 
failing to collect on the application; (6) 
failure to keep in close touch with the 








Nelson Heads Des Moines 
Convention Committee 








DES MOINES, Oct. 11.—M. C. Nel- 
son, manager of the Iowa agency of the 
Equitable Life of New York, has been 
named general chairman in charge of 
arrangements for the convention of the 
National Association of Life Under- 
writers in Des Moines next September. 
About 20 special committees will be 
named to handle the various details, and 
they will function under the general di- 
rection of Mr. Nelson. 

At a special meeting of the Des 
Moines association, a report of commit- 
tees attending the national convention 
at Milwaukee was given and Clifford De 
Puy, editor of “Underwriters Review” 
spoke on “The 1935 Convention—An 
Opportunity for Iowa Underwriters.” 








policyholder; (7) overloading the appli- 
cant. 

The persistency of a policy is pri- 
marily dependent upon the soliciting 
agent and the manner in which he pre- 
sents his case to the prospect. Misrepre- 
sentation, intended or otherwise, will 
antagonize the assured and result in 
lapse. The education of the agent is of 
paramount importance in conservation 
and since the assistant superintendent 
is his principal instructor it is imper- 
ative that the latter know his job. This 
junior officer must know conservation 
from selection and sale to the revival 
of the lapsed policy. “He must be so 
sure of the high standing of the life 
insurance business that he will not teach 
the agent to put on false whiskers and 
sneak into the home disguised as a 
banker. He will know life insurance so 
well that he will insist on selling life 
insurance as life insurance and for what 
it will do. It is an honored institution 
that needs no evasive introduction or 
freak disguise. Life insurance sold as 
life insurance conserves life insurance.” 











AND CANADA— 


THE NATIONAL RANKS— 


AMONG MORE THAN THREE HUNDRED COMPANIES IN THE UNITED STATES 


FIRST—On increase in Industrial Insurance in force for 1933. 
FIRST—On increase in Ordinary Insurance in force for 1933. 


licies in force. 











FIFTH—On total ber of p 
SEVENTH—On total Industrial Insurance in force. 
ELEVENTH—On new Life Insurance written during 1933. 


First Among All in 1933 
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The National Life and Accident Insurance Company 


. Made More Growth Than Any Other Company in 1933 
. Has Made More Growth First Six Months, 1934, Than 
It Made During the Entire Record-Breaking Year of 1933 


GROWTH FIRST SIX MONTHS, 





SINE sa So cdc cn easactenns sceeunuaae $73,477,698.00 $59,516,118.00 
CRI 5a tek cccnnecnecawususeneatl 29,052,054.00 16,722,657.00 
WANN So etc cacatweadtdeucdas akan $102,529,752.00 $76,238,775.00 
INCREASE IN ne IN FORCE 

Sis Months 1934 ~=First Sie Months 1933 

ERIN Sus Sine oo ako ia cadacecanadene "$22, 214,000.00 $ 7,866,815.00 
PC LECT PETE LER Ee EY PPE 15,397,780.00 2,525,409.00 
WOM ea were auvcaccueventeias $37,61 1,780.00 $10,392,224.00 


Growing Greater Every Day 


Shielding Millions — Are We Shielding You? 





The National Life and Accident Insurance Company, Inc. 
NATIONAL BUILDING 


1934, ALMOST FOUR TIMES THAT FOR 
FIRST SIX MONTHS, 1933 
HERE ARE THE COMPARATIVE FIGURES 


NEW PAID BUSINESS 
First Six Months 1934 First Siz Months 1933 
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Leaders Talk at New York Seminar 


Views on Endless 
Chain Prospecting 


M. M. Goldstein Urges Use of 
Systematic Method in 
Securing Prospects 


STUDY CONTACT POINTS 


E. V. Carbonara Says Unselfish Service 
to Policyholders Is Basis of Get- 
ting Further Recommendations 


Endless chain prospecting was ably 
developed at the New York Sales Semi- 
nar by two speakers, M. M. Goldstein, 
Northwestern Mutual Life, and E. V. 
Carbonara, State Mutual, both of New 
York City. 

Endless chain prospecting should be 
done with purpose and direction, not 
merely haphazardly trying to go from 
one client to another, said Mr. Gold- 
stein. 

“The important point in this entire 
matter is that if we want to go some- 
place we should first know where we 
are trying to go,” he declared. “If we 
find that we have just one or two points 
of contact in a desirable industry, it is 
more important to carefully develop 
these one or two names than it is for 
us to be spending a great deal more 
time on many names in a less pros- 
perous business. 


How Many Genuine 
Interviews in Year? 


“How many of us have given thought 
to the question of how many genuine 
interviews we have in the course of a 
year. Suppose we are working a stand- 
ard time control week of 40-40-14-1: 40 
hours, 40 calls, 14 interviews, one sale. 
That means 728 interviews a year. If 
on Jan. 1 we could have lined up the 
names of 728 men whom we are going 
to interview during the coming year, we 
would have laid out a good year’s work. 
If this is true, why shouldn’t we fur- 
ther try to lay out the quality of these 
728 names and include among them the 
names of people whom we do not know 
but whom we are definitely going to 
try to get in touch with on a favorable 
basis? Also, why should we concen- 
trate these 728 interviews in a particular 
industry if we are not satisfied with the 
results we can get out of that industry? 


Underwriter Should Raise 
Sights, Gain Perspective 


“An underwriter should raise his 
sights and get a broader perspective. 
May I suggest that he examine in the 
public library, or wherever available to 
him, a service such as Standard Statis- 
tics or some similar service. For ex- 
ample, in that company’s ‘Corporation 
Record’ service he would find an in- 
dustrial index dividing the major indus- 
tries into some 40 major classifications. 
These in turn are further detailed into 
hundreds of the leading companies in 
each of these major industrial groups. 
Then, in their ‘Trade and Securities’ 
division they periodically give an out- 
look for business in which they indicate 
the fields of business that are strongest, 
average, and weakest. 

“If you attend a public dinner, take 
home a seating list, if one is published. 
Underline the names of everyone you 

(CONTINUED ON PAGE 21) 


Sales Technique Used in 
Handling Prospect Told 


Present Series of Attractive Ideas 
Until One Clicks, Says 
Currie 


Offering a succession of attractively 
presented life insurance ideas until one 
of them clicks with the prospect has 
worked out well for J. Welldon Currie, 
Massachusetts Mutual, New York City, 
and has resulted in a number of valu- 
able centers of influence. He explained 
his method at the New York Sales Semi- 
nar. Only rarely does Mr. Currie try to 
sell a prospect on first call. If the man 
has $15,000 or more life insurance, he 
tries to get his policies for analysis or 
enough information to make an intelli- 
gent presentation for new insurance. If 
the amount is less than $15,000, Mr. 
Currie forgets the audit and tries for 
an immediate sale. 


Sells Two Ideas 
on First Interview 


“The first two ideas I try to sell 
this man are the administration of his 
insurance by the companies and a life 
income for his wife,” Mr. Currie ex- 
plained. “If he has $15,000, that means 
that his wife can be guaranteed $103 
monthly for 15 years, plus excess in- 
terest dividends in participating com- 
panies of about $8.20, or a total of 
$111.20 monthly. He certainly doesn’t 
want to leave his wife with nothing at 
the end of that time. If I think he 
can pay for $10,000 more, I show him 
how it will give his wife an immediate 
cash payment of $1,100 and a guaran- 
teed monthly income of $100, not for 
15 years but for 30 years from the date 
of his death. If he can’t pay for $10,- 
000 ordinary life, I'll try to sell him 
gig short term or $5,000 ordinary 
ife. 

“If he still says ‘no,’ I change my 
presentation and convince him that he 
ought to arrange his $15,000 to give 
$103 a month guaranteed for 15 years, 
go out and get the forms for him to 
sign and then come back with a brand 
new thought that just came into my 
mind. 


Three types of 
Coverage to Sell 


“Sell him (1) family income, (2) 
family maintenance, or (3) one other, 
using his $15,000 present insurance to 
be paid out in smaller monthly income 
to be increased by either of the first 
two contracts. If he still says ‘no,’ 
agree with him, tell him he is right, that 
additional life insurance isn’t what his 
particular picture needs. You don’t know 
how in the world you failed to realize 
it before, but he has enough life insur- 
ance for the present, except possibly for 
a $1,000 policy which belongs in front 
of his present income arrangement, and 
that $1,000 policy will, if he dies during 
the next 20 years, pay his wife $900 
cash, and a descending scale of monthly 
payments covering the two years it 
takes for his wife and children to be- 
come adjusted to their changed living 
conditions. We have him examined 
after we get his check, and if he passes 
o. k., let him rest about three days and 
then make an appointment, ‘very im- 
portant, can’t discuss it over the phone.’ 
Now here is your final sale. 

“Suppose he and his wife are 40 years 
old. If he steps out of the picture now, 
she would be 55 when the income runs 

(CONTINUED ON PAGE 21) 











Question Method Advocated by 
Howell—Rosen Discusses Han- 
dling Objections 


The Socratic or question method is 
the greatest of all sales control systems 
in answering objections, said J. D. 
Howell, Penn Mutual Life, New York 
City, at the New York Sales Seminar. 

“If we can end our statements with 
a question, we automatically throw the 
weight of rebuttal away from ourselves,” 
he pointed out. “For instance, ‘Mr. X, 
I thank you for telling me of your sal- 
ary cut. I appreciate your frankness 
and confidence in me to be willing to 
tell me. If there were something which 
you could do to prevent the tremendous 
income cut which Mrs. X must face 
in the event of your going, you would 
be glad to know about it, wouldn’t you?’ 
or, ‘Mr. X, I appreciate your telling 
that carrying this present insurance is a 
problem. Wouldn’t you feel a lot bet- 
ter in knowing that your insurance had 
been arranged to do a better job than 
at present?’ 


Question Opens Way 
to Client’s Self-Expression 


“None of us are oracles of wisdom. 
For me to pose as such before you is 
just as silly as for either you or myself 
to take the same attitude with our 
clients. Therefore, it is almost falla- 
cious to make a selling argument and 
leave it as a statement, but if we end 
with, ‘Isn’t it so, Mr. X? or ‘Wouldn’t 
that be your judgment, Mr. X’ or 
‘Wouldn’t you prefer it that way, Mr. 
X?’ we open the way to the client’s 
own self-expression and invite his fur- 
ther objections or disinclinations. Care- 
ful listening to these gives us our clue 
as to the man’s own mind and the class 
of his objections.” 

Realizing that the prospect is ap- 
praising him, Mr. Howell endeavors to 
use every effort to convince him of his 
sincerity of purpose in being in his of- 
fice, trying to meet every objection and 
answer every question, even though he 
has used the same words for years, with 
sincerity of manner so as to indicate 
to the prospect that “I am dealing with 
him as an individual, that his objections 
and questions are of the utmost im- 
portance and that I am lending my best 
intelligence then and there for his 
benefit.” 





CALL PROSPECT’S BLUFF 











The answer to an objection is to call 
the prospect’s bluff if he thinks his ob- 
jection is going to baffle you—maxi- 
mize its importance, answer it and 
strike for a close, said L. A. Rosen, Un- 
ion Central, New York City. On the 
other hand, if the prospect is just ob- 
jecting for lack of anything else to say, 
the objection should be minimized, an- 
swered briefly and the interview con- 
tinued. 

“Real objections can readily be dis- 
tinguished from the imaginary and the 
imaginary are only as important as we 
make them,” he explained. “In answer- 
ing an objection I always assume that 
I have done so to the satisfaction of my 
prospect and keep right on thereafter 
with my talk so that he has no oppor- 
tunity to make a mountain out of a 

(CONTINUED ON PAGE 21) 








Systems of Sales 
Approach Are Told 


P, A. Peyser Gives Arguments 
That Can Be Used in 
Service Calls 


BACKGROUND IS CREATE) 


Advantages of Well Organized Col 
Direct Mail Contacting Method 
Stressed by Woolf 


The service call is the approach, the 
chance to create interest, to build 4 
background, to point the way, and a 
service call with a plan is the one that 
pays, said P. A. Peyser, Massachusetts 
Mutual Life, at the New York Sales 
Seminar. There are four principal types 
of service calls, he said: (1) The orphan 
policyholder whose agent has left the 
business, died, or otherwise ceased to 
hold an interest in the policy; (2) the 
policyholder who has recently moved 
from another community and _ whose 
policy records have been moved to the 
agent’s agency; (3) the agent’s own 
policyholders whom he has not called 
on for a year or more because he felt 
there was no business to be had there; 
(4) the friend whom the agent hesitates 
to call with a direct selling talk. 


Show Orphan Policyholder 
Need for Modernization 


“If we can convince the orphan 
policyholder that it is our job to mod- 
ernize his policies, which are for the 
most part old policies, neglected by the 
assured as well as by the original agent, 
if we can show him the need for ana- 
lyzing these policies and setting up an 
effective insurance estate, we can make 
that service call pay. We can create a 
definite need, in the mind of the in- 
sured, for the policy with a purpose— 
be it income, estate cleanup, education, 
mortgage, or any other. 

“To the policyholder newly come to 
our community we must prove our 
knowledge of his policy and thus our 
interest. We must familiarize ourselves 
with every detail of the policy, amount, 
kind, age of issue, date of issue, fea; 
tures, method of premium payments, ap- 
plication of dividends, loans, settle 
ments, agreements—in brief, a complete 
picture of the policy. Our interest will 
flatter him. It will establish a basis 
for discussion and question. We caf 
lead him on to telling of his other 
policies and the purposes he has in 
mind. If we show him that a man 1s 
worth his income and that his widow 
is worth the income he leaves her to 
live on, that the principal sum is of 
minor importance, in nine cases out of 
10 we have made the opportunity we 
are looking for—we have shown a new 
insurance approach. The man who sees 
his insurance from a brand new angle 
is the man who will buy more insur- 
ance to complete the picture that 18 
drawn for him.” 

In calling on the prospect who is sup- 
posedly out of the picture as far as new 
insurance is concerned, the agent 
should make the visit more than a s0- 
cial call, Mr. Peyser advised. He should 
make sure that his 10-minute interview 
gives the prospect an_ interesting 
thought on life insurance which wil 

(CONTINUED ON LAST PAGE) 
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Present Effective 
Approach Methods 


J.P. Papp Urges Use of Diagrams 
in Explaining Insurance 
Facts 


IDEAS GIVEN BY WILSON 


Workable Simple Plans, Brief Inter- 
views, Concise Explanations Are 
Found Advantageous 


Diagrams are of great value in the 
approach in showing the prospect his 
insurance situation and explaining in a 
simple, easily understood manner other 
facts about life insurance, said John P. 
Papp, Provident Mutual, New York 
City, at the New York Sales Seminar. 

“There is hardly a situation which 
cannot be reduced to some form of 
graphic representation,” he said. “The 
important thing, I have found, is that 


they must be simple and they must fit. 
I have found them popular, perhaps be- 
cause people like to see their situations 
on paper. The advantage of these dia- 
grams is that one does not need exact 
information in order to draw them, but 
the point can be driven home neverthe- 
less. 


Draws Blocks Representing 
Different Insurance Provisions 


“When I come back for the selling in- 
terview (actually all are selling inter- 
views) I again start drawing pictures. 
This time the blocks represent so much 
cash for clean-up fund, so much per 
month during the period of acute de- 
pendency, and so on, a block for each 
need which has been at least partially 
provided for. Then, casually, I draw in 
a few blocks representing the unpro- 
tected needs, and label them. 

“Breaking what might be termed the 

‘total need’ into a series of smaller, spe- 
cific needs, I find, has an advantage. 
The man who is in a position to pay for 
$10,000 worth of additional family in- 
come might, if swamped by the realiza- 
tion that this was only a drop in the 
bucket as compared with what he really 
needed, become too discouraged to do 
anything. I avoid any suggestion of fu- 
tility by taking one hurdle at a time. 
_ “During the preliminary interview or 
interviews, one can tell pretty well 
whether the prospect is really interested 
in finding a way out. If he isn’t, I just 
agree with him that he can’t do any- 
thing just now and forget him.” 





| WANT SIMPLE PLANS 








People are fed up with listening to 
fantastic ideas and elaborate sales pres- 
entations and want simple plans that 
really work, said Eric J. Wilson, Penn 
Mutual Life, New York City. Mr. Wil- 
son consistently makes his interviews as 
Short as possible, avoiding lengthy in- 
volved explanations and shooting for an 
examination at the earliest possible op- 
portunity. 

A good approach, he has found, is to 
ask the prospect what he considers a 
good investment. When he has an- 
Swered, the agent then asks, “What 
would you think of a plan that was de- 
Signed to provide absolute safety of 
Principal and which will yield the high- 
€st guaranteed income when it is most 
needed?” 

“He'll probably say that it’s ideal, and 
then ask you what you mean and who 
would guarantee such a_ proposition,” 

rt. Wilson continued. “This approach 
(CONTINUED ON LAST PAGE) 





Talks on Business Forms 
at New York Sales Meet 























LEON GILBERT SIMON 
Equitable Life of New York 


No life underwriter who is actively 
engaged in selling life insurance can 
afford to pass up the fine opportunities 
offered through business insurance, said 
Leon Gilbert Simon, Equitable Life of 
New York, New York City. 

“The selling of life insurance today is 
a complicated and difficult task and the 
life underwriter must keep himself 
posted on modern methods and the 
changes in insurance laws. He must 
move forward with the trend of the 
times and keep himslf posted, otherwise 
he will fall by the wayside and his 
brother underwriters who are bending 
every effort to move forward in this 
work will eventually get the full bene- 
fits of the life insurance business, which 
of course includes the writing of a large 
amount of business insurance. 

“Business insurance is just as essential 
to a small business as to a large one. 
There has been a popular fallacy that 
business insurance applied only to the 
very big ‘business interests. This is 
wholly incorrect as the majority of busi- 
ness insurance policies are small policies 
the average of which is not over $5,000. 

(CONTINUED ON LAST PAGE) 


Prospect Are Given by 
E. H. White 


Seven points can be borne in mind 
to advantage in evolving programs, said 
E. H. White, Aetna Life, New York 
City, at the New York Sales Seminar. 

1. The average man has only a hazy 
idea of his objectives: you will often 
have to help him crystallize these into 
definite minimum plans. 

2. In doing so, make your program as 
simple as possible. 

3. Make your program conservative. 
It will have much greater chance for 
adoption and you will still write an 
ample amount of insurance. 

4. Do not expect to underwrite your 
program in toto on every occasion. 
Your client may be forced by circum- 
stances to build up gradually. 


Provisions Must Not Be 
Too Flexible or Too Rigid 


5. Do not make your provisions too 
rigid, nor yet too flexible. A too rigid 
plan forces the beneficiaries to face the 
unforeseen handcuffed to your pro- 
visions. A too flexible plan rests the 
entire structure on the frailties of hu- 
man nature. When in doubt, however, 
I favor a tendency toward rigidity. No- 
body raises our incomes simply because 
of sickness or other unforeseen con- 
tingency. We have to anticipate these 
emergencies and absorb the resultant 
expense. If we give our beneficiaries 
livable, guaranteed lifetime incomes, 
together with a modicum of flexibility, 
it does not seem too much to expect 
them to do likewise. 


Make Profitable Use 
of Trust Companies 


6. Make profitable use of the trust 
companies. I believe the present swing 
away from the trust companies back to 
settlement options is being overdone. 
The insurance company through its set- 
tlement options and the trust company 
through its trust agreements both per- 





(CONTINUED ON LAST PAGE) 








From Approach to Interview 








Difficulty in getting from the ap- 
proach to the interview is more psycho- 
logical than anything else, and is al- 
ways due to the agent’s having failed 
to equip himself with a proper under- 
standing of life insurance or a feeling 
that he is licked before he starts, said 
G. H. Rice, Travelers, New York City, 
at the New York Sales Seminar. 

“Let me suggest that you have three 
or four well developed ideas which are 
either canned or planned, it makes no 
difference, and certain collateral ideas 
to back up the main theme of each 
story: have one let us say on retire- 
ment, one on family income, on savings, 
on cleanup,” advised Mr. Rice. “Thus 
fortified, when you meet your man for 
the first time, in just a few moments 
you can size him up, ask if he is mar- 
ried, and adapt whichever talk seems in- 
dicated. Too many agents wander 
around with no particular story to tell, 
and present themselves before the pros- 
pect with an equally loose approach. 


Tells About Annuity 
in Present Policies 


“For example, it comes as a new 
and interesting thought to a prospect 
to be told, ‘You have an annuity in 
your present policies today which I 
would like to tell you about.’ Person- 








ally I have worked out this way of say- 








ing it, to be used when you find a man 
with only ordinary life contracts, and 
which policies have been issued under 
age 37: ‘Do you know, Mr. Prospect, 
when you reach age 65 your company 
will pay you 5 percent income for life 
on your present insurance?’ (The man 
doesn’t quite see this clearly, which is 
good, for then I follow with:) ‘Not 5 
percent on the cash value, but 5 percent 
on the face amount of your policies!’ 
The explanation of this to you folks is 
that all ordinary life policies issued be- 
fore age 37 have a cash value of 50 per- 
cent or more of the face amount at age 
65. And if the company will pay 10 
percent life annuity on each $500 it will 
pay 5 percent on each $1,000. 


Getting Picturized Story 
in Interview Helpful 


“Another device which many men find 
helpful to get into the interview is a 
picturized story. I’ve known some men 
who have gone to great effort to get up 
elaborate presentations along this line. 
Still others use bank books or news- 
paper clippings bearing on some point 
the agent wants to talk about.’. And a 
great majority of us resort to the’ sim= 
ple but effective method of asking for 
a piece of paper before starting the in- 
terview and build our talk around a dia- 
gram or a series of figures.” 


Essentials in Successful 
Programming Are Outlined 


Seven Points in Evolving Plan for Brief and Simple Provisions Should 


Be Used Says C. P. Dawson, 
New England Mutual 


Insurance programs should be kept 
as brief and simplified as posible, cover- 
ing the three elements of reserve for 
emergencies and opportunities, provision 
for family or other dependents, and re- 
tirement later in life, advised C. Preston 
Dawson, New England Mutual Life, 
New York City, at the New York Sales 
Seminar. 

“Our average program consists of 
only three pages and comparatively lit- 
tle appears on each page,” he said. 
“Page one shows the analysis of his 
present situation and how far his 
present property will carry out his plans 
for his family and retirement. Page 
two shows our recommended program. 
Page three shows a brief ledger state- 
ment based on the amount of insurance 
proposed. 


Indicates Need and 
Creates the Desire 


“The first page indicates his need for 
more property and creates the desire for 
it on account of the fact that certain 
specific things he wants to do for his 
family can’t be done in his present 
property situation. Page two creates 
still more desire, for here we visualize 
his estate picture as it might be. These 
contrasting pictures, page one and page 
two, are extremely effective. They fol- 
low the ‘before and after’ style of ad- 
vertising. 

“The program should always show the 
three-fold picture of what can be ac- 
complished for family, retirement, and 
reserve. Why limit yourself to one ap- 
peal when you have three available? 
Naturally emphasis should be placed on 
the most interesting point but don’t 
overlook the others. 

“In addition to the program we pre- 
pare a brief outline of the sale as we 
plan it—jotting down notes to remind 
us of important ideas to be brought up 
in discussion. We do not hesitate to 
refer to this brief during the interview. 
We merely say, ‘I’ve jotted down some 
reminders of important things to call 
to your attention. I don’t want to 
overlook anything which might prove 
important to you.’ : 

“The average policy in our agency is 
over $10,000 and bear in mind that we 
all sell policies as well as programs. 
Our program business stays on the 
books materially better than our policy 
sales. Our prospecting problem is sim- 
plified, for our program clients don’t 
hesitate to pass us along to their friends. 
Our sales talks are more effective for 
we have planned them in advance of the 
sales interview, as we prepared our pro- 
gram. Surely program selling is worthy 
of real study on the part of anyone not 
already using this method.” 





BUILD UP AN “ACT” 











The agent should build up an “act for 
himself if he wants to sell and yet do 
business when other people don’t want 
to give it to him,” said Harold Regen- 
stein, Massachusetts Mutual Life, New 
York City. This act, he said, should be 
worked out thoroughly, even if it is 
necessary to practice before a mirror. 

Fear is the great enemy of the life 
underwriter. When a prospect begins 
to grow restive, the agent should shift 
the conversation quickly, which will 
bring the prospect out of his abstrac- 
tion, and then go back to the original 





line of talk later, Mr. Regenstein said. 
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Federal Union Life Case 
to Be Decided on Oct. 18 





U. S. COURT ACTION DEFERRED 





Lien Probably Will Be Necessary If 
Any Other Company Takes 
Over Business 





The temporary injunction which J. S. 
Williams of Indianapolis secured enjoin- 
ing Superintendent C. T. Warner of 
Ohio and T. H. Tangeman, director of 
commerce, from taking over the Federal 
Union Life of Cincinnati, was continued 
until Oct. 18 at a hearing in federal dis- 
trict court. Williams is a policyholder 
who asked for a receivership for the 
company and charged Messrs. Warren 
and Tangeman with malfeasance in 
office. There was no action on the re- 
ceivership. The two state officials filed 
a motion to kill the injunction. 

It was contended by Attorney Gen- 
eral J. W. Bricker that where constitu- 
tionality of a statute is involved, section 
266 of the judicial code of the United 
States specifically provides that an in- 
junction may not be granted except after 
a hearing before three federal judges, 
one of whom shall be a supreme court 
justice or a judge of a circuit court of 
appeals. The hearing this week was to 
decide this point. On Oct. 18 there 


will be a decision whether the injunction 
is to remain in force. As the situation 
stands, the company can operate until 
Oct. 18 and the commisioner can make 
no move to take it over until that date, 
when he can act if the injunction is set 
aside. 


Much New Money Needed 


It does not seem possible to those who 
have studied the condition of the com- 
pany that it can be rehabilitated for less 
than $700,000 of new money, and one 
company which has looked into it has 
figured that to get the business on its 
books the way it would want it would 
take $1,000,000. However, a western 
company is understood to have made a 
definite offer to take it over and fur- 
nish $100,000. : 

There have been numerous stories 
going around about the company and 
some of the deals of the former man- 
agement. One of these is that a propo- 
sition was made to it some time ago 
to buy $550,000 worth of Ohio Joint 
Stock Land Bank stock or bonds at 
50 cents on the dollar, and that while 
this deal did not go through one for 
a smaller amount of the same securities 
did, and was financed by one of the well 
known reinsurance companies. It was 
at first supposed that the suit brought 
by an Indianapolis stockholder to pre- 
vent the Ohio department from taking 
over the company was at the instance 
of the present management, but it is 
understood that President Williams de- 





nies this is the case and that he or the 

















Men 
of Action 


Proud of the strength and stability of 
their 38-year-old Mutual company, 
Central Life’s Field Force is exhibiting 
enthusiastic teamwork in driving for- 
ward to splendid production records 
during the closing months of 1934. 
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other officers had any knowledge of the 
suit. 

Another angle that is being investi- 
gated is the connection of Jonn Blue, 
Pittsburgh real estate broker, in con- 
nection with sale of certain investments 
to the ocmpany which are now in ques- 
tion. The present officers of the com- 
pany are loath to talk for publication 
and it is not known just what plans 
they have in mind, if any, as to future 
disposition of the company. 

Feed Policy Lien Necessary 


The feeling of outside insurance men 
who have been more or less in touch 
with the situation appears to be that 
it is entirely out of the question for 
any other company to take over the Fed- 
eral Union without putting a lien on the 
policies, and this it is believed will be 
the final outcome as undoubtedly the 
present stockholders are not prepared or 
willing to pay in any more money as 
they realize that their investment is en- 
tirely wiped out. In addition, no doubt, 
policyholders will have to accept a con- 
siderable lien, even though certain of the 
assets turn out better than expected. 

Just how the company could make a 
statement on Jan. 1 that it had $250,000 
capital stock and $115,250 surplus in- 
tact, and today show this entirely wiped 
out with a deficit estimated to be all 
the way from $500,000 to $1,000,000 in 
addition, is the subject of anxious in- 
vestigation by the committee of stock- 
holders and others interested. 


Municipal Bond Troubles 
Demand Cooperative Action 


Development and application of sound 
standards for investment in municipal 
bonds will be productive of increased 
security for the investor and could be 
made to improve the quality of munici- 
pal administration and finances, F. L. 
Bird, director of municipal research, 
municipal service department Dun & 
Bradstreet, New York City, told the 
American Life Convention in its Chi- 
cago meeting this week. 

Mr. Bird spoke on “Standards for 
Municipal Investment,” a subject of 
considerable interest to life companies 
because of the many defaults in munici- 
pal bonds throughout the country dur- 
ing the depression period. He said the 
country has become uncomfortably 
aware of the fact that municipalities in 
spite of their continuity and perma- 
nence are not impervious to excesses of 
prosperity or ravages of hard times. The 
difficulties in investments in municipal 
bonds are chargeable largely to the im- 
providence of prosperity rather than to 
depression disaster. Rising tax delin- 
quencies and increasing requirements 
for unemployment relief, and in some 
cases shortcomings of municipal man- 
agement, play their part. However, Mr. 
Bird said it is significant that very few 
municipalities with a background of 
moderately sound fiscal policies and 
practices have encountered really seri- 
ous financial trouble, and many are as 
financially stable today as in 1929. 


Other Factors at Fault 


’ Underlying causes of the weaknesses 
are to be found in defective bond and 
tax laws, in the hodge-podge of over- 
lapping administrations which has given 
the country nearly 200,000 local units of 
government, and in unwieldy debts aris- 
ing from use of public credit for land 
speculation, extension of credit with 
only the most perfunctory regard for se- 
curity involved, and failure of invest- 
ors to apply even the most rudimentary 
criteria of safety in purchasing securi- 
ties which extend the lure of tax ex- 
emption. 

The quality of a municipality’s credit 
depends on four closely interrelated 
factors: The nature and extent of its 
economic and social resources, amount 
and characteristics of its debt consid- 
ered in relation to these resources, 
status and trend of its current financial 
operation, and the caliber of administra- 
tion and soundness of the laws by 
which it functions. 
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A. Rushton Allen Resigns 
from Union Central Lif. 














A. RUSHTON 


PHILADELPHIA, Oct. 11.—A 
Rushton Allen, one of the best known 
life insurance trust experts in the coun- 
try, has resigned as general agent of 
the Union Central Life in Philadelphia 
to devote himself to the specialization of 
insurance law with offices in Philadel- 
phia. 

Mr. Allen was ill for several months 
early this year. He feared that the strain 
of his law practice and the agency work 
would prove too much for his health and 
decided to give up the agency. He had 
been general agent of the Union Central 
for about four years, succeeding James 
Elton Bragg. Previous to that he had 
been a partner with Sigourney Mellor in 
the Home Life of New York agency 
here and had also been a general agent 
for the Provident Mutual Life. The 
members of his agency, informed of his 
decision, drew up a letter of condolence, 
signed by every member, and expressing 
their deepest sorrow at his resignation. 


ALLEN 


Insurable Interest Section 
May Appear in Illinois Code 





Possibility that a provision governing 
insurable interest of beneficiaries might 
be incorporated in the new Illinois in- 
surance code beng drafted, was met- 
tioned at the first fall meeting of the 
Chicago Actuarial club by W. C. Green, 
associate actuary IIlinois department. 
The clarification would be welcomed by 
companies, as there appear to have been 
many cases of applicants securing poli- 
cies with proceeds payable to estate, and 
later making application for change 0 
beneficiary to a person of doubtful in- 
surable interest. 


Local Clubs Valuable 


Prof. H. L. Rietz, University of Iowa, 
prominent in the Actuarial Society of 
America and American Institute of Ac- 
tuaries, attended. He spoke on work 
which local actuaries’ clubs can do to 
help younger members in their studying 
for the actuarial examinations. 

Ralph I. Booth, statistician Travelers 
branch office and president of the club, 
presided. A. J. Schmidt, Life & Cas 
ualty, resigned to go to Peoria, Ill., with 
his company, now the Alliance Life, an 
was succeeded by R. M. Brown, actuaty 
Continental Assurance, as _ vice-prest 
dent pro tem and program chairmat. 
There was discussion of underwriting 
young people, such as students, who are 
unemployed or temporarily employe. 
Consensus was that it was inadvisable 
to issue more than a moderate amount 
to cover last expenses of illness, death, 
etc., and no additional benefits should be 





granted. 
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7. M. Richle Speaks Before 
Officials of Life Companies 





APPEARS AT A. L. C. MEETING 





New President of the National Asso- 
ciation of Life Underwriters Gave 
Notable Address 





T. M. Riehle of New York City, the 

new president of the National Associ- 
ation of Life Underwriters, fresh from 
the recent annual gathering of his or- 
ganization in Milwaukee, appeared this 
week before the annual meeting of the 
American Life Convention in Chicago 
to bring the greetings of his associa- 
tion. It was Mr. Riehle’s first expres- 
sion since he was elected. He was 
talking to company officials and his ad- 
dress was full of real meat. Mr. Riehle 
aid: 
“We know the difficulties under which 
you labor. In turn, we know you are 
sympathetic with our problems and are 
anxious to help us. Three basic prob- 
lems confront the field forces of Amer- 
ican legal reserve life insurance: (1) 
Part-time agents in urban centers; (2) 
elimination of obviously unfit agents; 
(3) selection of agents. 

“These are admittedly difficult prob- 
lems. Their difficulty should not, how- 
ever, suggest their avoidance, but rather 
challenge their solution. The effort to 
solve these problems is simply a matter 
of good business on the part of all in 
the business, company and field alike. 


Points of View 


“The points of view that must never 
be forgotten are those of the public and 
the competent underwriter in the field. 
We are in duty bound to respond to the 
cry of the ambitious agent, the life-ca- 
reer underwriter, which is: ‘Give me the 
maximum opportunity to which I am en- 
titled!’ We must as well, try to answer 
the unuttered cry of the public, which 
is—Why do you make it difficult for me 
to buy?’ 

“Life insurance is marvelous. Its dis- 
tribution is bad. The minority of good 
salesmen must not allow the majority 
of poor salesmen to build up a resistance 
to life insurance among good prospects. 
We must not only raise our selling tech- 
nique to great heights, comparable to 
the security of the contracts we sell, 
but also raise our man power stand- 
ards—still higher—to the point of public 
acceptance. 

“These questions cannot be settled 
uniformly on an identical national scale, 
but certainly we can cooperate nation- 
ally to make the first move, with due 
regard to local conditions, to improve 
this vital situation. I believe the time 
has come for national, cohesive action, 
ove into consideration local condi- 
ions, 

“We have a national community of 
economic interest, through local opera- 
tion and cooperation. The fault lies, and 
the main responsibility rests, with com- 
panies, and by companies I mean the 
highest executives, and with managers, 
and general agents. From them the op- 
portunity for improvement will come. A 
tumber of local life underwriters asso- 
Ciations in different parts of the country 
have indicated the trend and apparent 
desire on the part of the field to correct 
and improve these conditions. 

Lack of time does not permit of a 
Complete exposition of these three basic 
Problems, but one thing is certain: What 
we need is a declaration of guiding prin- 
ciples, and one of those guiding prin- 
Ciples is a philosophy of selection, ema- 
nating from the heart—the heart of the 
ome office, the heart of the field—but 
None the less practical. You will shortly 
feceive from me a memorandum on 
these subjects, the result of many 
Months of thoughtful preparation—not 
4 mere flash in the pan. I hope that 
you will find it helpful. 

“In closing, may I leave this thought 
With you: In my judgment it is a tru- 


ism that any practical, simple plan that 
will improve the type of agents repre- 
senting this great business in the field 
will automatically help companies ma- 
terialy in all phases of their operations. 
It will benefit mortality experience. It 
will lessen claim difficulties. Better per- 
sistency will result. It will reduce lap- 
sation and surrender. Replacement and 
twisting will be minimized. Agency 
turnover will decrease. Cost of distri- 
bution will gradually decline. The flow of 
quality business will be increased. Our 
mutual self-interest demands the out- 
lawing of dishonest thinking on these 
problems. 

“The maintaining of the dignity of 
the agent is not a mere phrase.” 


New England Mutual Not 
Contemplating Annuity Rise 





In view of action of the Connecticut 
Mutual effective Oct. 16, increasing pur- 
chase price of single premium annuities, 
and reports that many important com- 
panies will take similar action around 
Jan. 1, 1935, it is of interest to note that 
President George W. Smith of the New 
England Mutual indicated at the meet- 
ing of the General Agents Association 
in Chicago that no change in rates on 
single premium annuities was contem- 
plated. He also said, in response to in- 
quiries, that there would be no change 
in settlement options. 

Many companies have been consider- 
ing the advisability of the latter change, 
affecting the income options, since 
these are annuities which are put in 
effect by using accumulated cash value 
in a life contract to purchase a guaran- 
teed income for life, or for a period of 
years certain and for life, or for a stip- 
ulated number of years. 

Some company officials believe that 
policyholders are entitled to preferen- 
tial treatment in respect of these an- 
nuity payments under income settle- 
ment options, as against strangers who 
buy annuities outright. They say pol- 
icyholders under life contracts have 
helped to build up surplus, and the 
company owes, perhaps, a little more 
obligation to beneficiaries ynder settle- 
ment options than to purchasers of an- 
nuities, as the former are third parties 
for whom guaranteed provision had 
been made. 

Discussion of the problem of settle- 
ment options has centered around the 
fact that slump in investment yield 
which affects annuities, which carry a 
guaranteed return, also similarly affects 
income settlement options. A factor 
of importance, however, is that on the 
latter there is no acquisition cost. 


Minnesota Federation Meets 


At the annual meeting of the Insur- 
ance Federation of Minnesota O. 
Hauschild of Minneapolis was elected 
president to succeed J. A. Melone, dis- 
trict agent of the Northwestern Mutual 
Life at Rochester, Minn., who has 
headed the organization the past year. 
E. A. Roberts, general counsel Minne- 
sota Mutual Life, was elected vice-presi- 
dent for the life company group and 
George W. Wells, Jr., secretary North- 
western National Life, chairman of the 
legislative committee. 


Drive for Biggest Month 


A drive for the biggest month of the 
year for the Northwestern National Life 
of Minneapolis is launched as field 
forces embarked on their annual Oc- 
tober campaign honoring Presideat O. 
J. Arnold. October is traditionally “Ar- 
nold Month” and this year finds the 
agency organization aiming at making it 
the greatest “Arnold Month” in history. 
This month marked the beginning of 
Mr. Arnold’s 10th year as chief execu- 
tive. Under his leadership the company 
has grown steadily and soundly, increas- 
ing its insurance in force from $195,366,- 
671 to $357,062,108; its assets from $19,- 
002,474 to $47,611,681, and its premium 
income from $5,306,904 to $8,390,971. 





As an incentive for the month, each 


agent has been assigned an “Arnold 
Month” quota, which is equal to $5,000 
more than his average monthly produc- 
tion during the previous months of the 
year. Last year 110 field men fulfilled 
the objective of “getting $5,000 more in 
October.” 


Fiftieth Anniversary Dinner 
The Chester O. Fisher agency of the 
Massachusetts Mutual Life in St. Louis 
is holding a dinner party next Monday 
evening in honor of the 50th anniversary 
of the founding of the St. Louis agency. 
Three head office officials will be on 
hand, they being President W. H. Sar- 
geant, Vice-president Joseph C. Behan 

and Medical Director Morton Snow. 


Mutual Benefits Criticised 


Two mutual benefit concerns have 
been instructed by the Illinois insurance 
department to change their practices in 
certain respects. They are the Lawyers 
Mutual Benefit Association of Chicago, 
which is operated by Darby A. Day, and 
the International Volga German Mutual 
Benefit of Maywood, Iil. 

Mr. Day’s concern was ordered to dis- 
continue mingling its funds with the 
personal accounts of officers and to re- 
plenish the guarantee fund to meet min- 
imum organization requirements and to 


discontinue accepting advance assess- 
ments and making advances to agents. 

The German concern must increase 
its membership to meet requirements. 
The association was ordered to lapse 
members for non-payment of assess- 
ments, to discontinue paying sick bene- 
fits and to send out assessment notices 
on the statutory form. 


Cousins Chicago Speaker 

W. C. Cousins, agency assistant in 
the accident department of the Aetna 
Life at its home office, will speak at the 
meeting of the Accident & Health In- 
surance Club of Chicago Oct. 17 at the 
Hamilton Club on “Increasing Accident 
and Health Sales.” Mr. Cousins has 
been engaged in sales development work 
in the accident and health field for many 
years and has addressed many agency 
gatherings on this subject. 


General Agent Appointed 

A. W. Lindroth has been appointed 
general agent in Chicago for the Man- 
hattan Life. He began his life insur- 
ance experience in November, 1932, with 
the same company. Previous to that he 
was in the banking business, originat- 
ing the protected savings plan written 
a banks in Chicago and its sub- 
| urbs. 








The Ship That 
Weathered The Storm 
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Many ships floundered and went down 


many crashed on the sharp rocks of disaster . . 






in the stormy seas of depression .. . 
. but the sturdy craft that with- 


stood the storm was the good ship “Life Insurance." She sailed proudly into 
the Port of Public Confidence safely carrying her cargo of financial security 


for millions of families. 


You, the representative of Life Insurance, can feel a just pride in the stability 


of this great American Institution. 
modern civilization . . . 


It has made life and property more secure . . . 


It has been one of the developers of this 


and 


today it sails on to greater possibilities than ever before. 


THE MIDLAND MUTUAL LIFE 
INSURANCE CO. 


Columbus, Ohio 
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Company Meeting Held in Chicago 
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of size or complexion. 
the American Life 
telligence and courage. 


there was a year ago. 


Fraternal 
Congress. This is the first time that the 
congress has been officially recognized 
by the A. L. C. At the annual meet- 
ing of the National Fraternal Congress 
Col. C. B. Robbins, manager of the 
attended 
and gave a talk. At this meeting Judge 
J. C. Karel of Milwaukee, president of 
the National Fraternal Congress, who 
is head of the Equitable Reserve of Nee- 
nah, Wis., brought the official greetings 
There are 84 

Judge Karel 
stated it was an epoch making event to 
have the legal reserve fraternals co- 
operating with the commercial com- 


Greetings from Other Organizations 


Others who brought greetings were 
George Willard Smith, president New 
England Mutual Life, who represented 
Insurance 
Presidents; T. F. Cunneen, who extended 
felicitations from the U. S. Chamber of 
Commerce; T. M. Riehle of New York 
City, who appeard for the National As- 
sociation of Life Underwriters; R. L. 
Daniel of Texas, for the National Con- 
vention of Insurance Commissioners, 
and A. Gordon Ramsay, for the Can- 
adian Life Officers Association. 

J. B. Reynolds, president Kansas City 
Life and the first president of the 
American Life Convention, introduced 
F. V. Keesling as the presiding officer 


The past year has been a most try- 
ing one with all companies regardless 

The members of 
Convention, how- 
ever, have met their problems with in- 
There is a far 
better feeling among executives than 
Bad spots are 


being cleaned up. Reforms are being 
inaugurated here and there and econo- 
mies are being put into effect. Al- 
together the American Life Convention 
companies are giving a mighty good ac- 
count of themselves. 

New General Counsel in Charge 


This year marks the inauguration of 
a new general counsel and executive 
secretary, Col. C. B. Robbins. Since 
the last annual meeting Judge Byron K. 
Elliott, his predecessor, was elected gen- 
eral solicitor of the John Hancock Mu- 
tual Life and the executive committee 
chose Colonel Robbins as his successor. 
For many years in its earlier, period, 
Thomas W. Blackburn was the hard 
working secretary of the organization. 
He was one of the founders and carried 
on the work in the pioneer stage. He 
was succeeded by Claris Adams, an emi- 
nent attorney of Indianapolis, who is 
now executive vice-president of the 
American Life of Detroit. Mr. Adams 
injected new life in the organization and 
being a man of real speaking ability he 
was asked on many occasions to talk 
before insurance gatherings. 


Man of Wide Experience 


Judge Elliott also hailed from In- 
dianapolis, being called from the su- 
perior bench in that city. He has a 
judicial mind, was analytic and a stu- 
dent. Colonel Robbins is a man of pub- 
lic affairs and has a wide experience. 
He brings to the organization a prac- 
tical life insurance viewpoint and also 
carries with him the prestige of notable 
achievements in other walks. 

The general session started Wednes- 
day morning but a large number of 
members arrived on Sunday for personal 
conference and general get together 
conversation. On Monday morning the 
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REMEMBER YOUR 
MOST IMPORTANT 
SERVICE 


In each step of the life insurance man's 
or woman's work—the sale, conservation, final settle- 
ment of maturities—there is a source of just pride 
when the job is well done. But the most important— 


Undoubtedly—because upon it hinge the other fac- 
tors—it is always the sale. An enduring sale is a cor- 
rectly made one, the placing of a contract affording 
ample of the "protection" element along with the 
right degree of "investment", as called for by the 
applicant's circumstances. Selection of policies of the 
right kind and amount for his prospects represents the 
Life Underwriter's most important service and charac- 
terizes the truly successful man or woman in this 


Pan-American sales aids help fieldmen of this Com- 
pany to find and fill the prospect's needs as exactly 
as possible. 


For Agency Information Address 


THEODORE M. SIMMONS : 
Manager United States Agencies 








PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 





CRAWFORD H.ELLIS, President 





EDWARD G. SIMMONS, Vice Pres. & Gen. Mgr. 











Legal Section started its meeting with 
Allan E. BroSmith, 
Travelers, as chairman and J. C. Jones, 
Jr., of St. Louis, secretary. The attor- 
neys occupied two days. Their sessions 
always deal with subjects of immediate 
concern with the legal departments of 
companies. The two officials of the Le- 
gal Section are worthy sons of worthy 
sires. William BroSmith, father of the 
chairman, is vice-president of the Trav- 
elers and has been head of its legal de- 
partment for many years. James C. 
Jones, Sr., of St. Louis, father of the 
secretary, and the new chairman, served 
the Legal Section as chairman himself. 
He has long been regarded as one of 
the most competent insurance attorneys 
in the west. 


Financial Section Meeting 


The Financial Section met all day 
Tuesday with . Lacy, recently 
elected president of the California West- 
ern States Life, as chairman. H. B. 
Hill, president of the Abraham Lincoln 
Life, was secretary. The Financial Sec- 
tion has assumed paramount importance 
in recent years owing to the investment 
problems confronting companies. At- 
tending this section’s sessions are found 
leading company officials. This year the 
investment issues are just as acute and 
engrossing. 

The Industrial Section assumed real 
proportions this year and was given 
Thursday afternoon and evening. This 
section was battered around a few years 
ago but now has taken its place as one 
of the leading divisions of the organi- 
zation. A number of the member com- 
panies write industrial insurance. J. F. 
Maine, superintendent of industrial 
agencies of the London Life of London, 
Ont., acted as chairman of the section 
and F. M. Nettleship, secretary of agen- 
cies Equitable Life of Washington, D. 
C., was secretary. There was no gen- 
eral session Thursday afternoon so this 
was given over therefore to the Indus- 
trial Section, which also had a meet- 
ing in the evening. 


Keesling was Presiding Officer 


The American Life Convention mem- 
bership consists of 127 companies in the 
United States and Canada. Its chair- 
man this year is Francis V. Keesling, 
vice-president and general counsel of 
the West Coast Life of San Francisco, 
one of the wheelhorses of the organi- 
zation, who served as secretary and 
chairman of the Legal Section and has 
been president of the Association of 
Life Insurance Counsel. He gave the 
presidential address. Colonel Robbins 
presented the report of the administra- 
tion. At the opening session there was 
a prominent Canadian president, Ar- 
thur B. Wood, head of the Sun Life of 
Montreal, who gave a notable address 
on the “Permanence of Life Insurance.” 


Two Eminent Outsiders Speak 


On the first day’s afternoon program 
there were two men outside the busi- 
ness who attracted great attention, they 
being Joseph B. Eastman of Washing- 
ton, D. C., federal coordinator of trans- 
portation, and F. L. Bird of New York 
City, director of municipal research for 
Dun & Bradstreet. Claris Adams, ex- 
ecutive vice-president of the American 
Life, and former manager and general 
counsel of the American Life Conven- 
tion, was the last speaker Wednesday 
afternoon. 


Dr. Cook and E. McConney 


Dr. Henry Wireman Cook, vice-pres- 
ident Northwestern National Life, who 
has appeared on American Life Con- 
vention programs before, and who served 
as president of the Medical Section, 
talked on “Underwriting Trends,” al- 
ways a gripping subject and one of vital 
importance. 

E. McConney, vice-president and 
actuary of the Bankers Life of Des 
Moines, a new man on the platform of 
the American Life Convention, made a 
fine impression in his talk. 





Henry Abels, vice-president of the 


attorney of the 





Franklin Life, acted as chairman of tj 
golf committee. The golfers held fora 
at the Bob O’Link club Monday ay 
Tuesday. 

The annual convention banquet wa 
held Wednesday night. During recey 
years all speakers have been taboo, 
and the banquet is purely a social 
casion. 

A. W. Sherer, vice-president of Loy; 
& Thomas, the big advertising ageng 
of Chicago, gave a talk Thursday mor, 
ing on “Advertising Life Insurang 
Companies.” 


E. MecConney’s Talk 


In his address, Mr. McConney devel. 
oped convincingly the idea that life jp. 
surance is a cooperative institution, thy 
its assets are owned by 60,000,000 po. 
icyholders, who are average, every day 


magnates; that the cost of management 
is negligible. He sl 
bursements of life insurance companies 


community of a great burden and avoided 
the necessity of even higher taxation, 
He warned the insurance people against 
taking for granted the stability and in. 
mensity and cooperative nature of in- 
surance. Life insurance, along with 
other enterprises, is being challenged 
and must prove its value to the com- 
munity—not as a big financial corpora 
tion, but as part of the bourgeoisie and 
proletariat. Care should be used to 
avoid provoking the impatience of a 
world deluded by false hopes. 


Agency Section Meeting 


The Agency Section will hold the 
boards Friday morning, taking charge 
of the general session of the conven. 
tion. John J. Moriarty, vice-president 
General American Life of St. Louis, 
chairman, will preside. S. T. Whatley, 
vice-president Aetna Life, is secretary. 
There is a quartet of famous agency 
men on the program, they being E. (, 
Sparver, director of agencies of the Re 
liance Life; Harold J. Cummings, vice- 
president and agency superintendent 
Minnesota Mutual; Joseph C. Behan, 
second vice-president | Massachusetts 
Mutual, and James W. Simpson, super- 
intendent of agencies Sun Life of Mon- 
treal. 

The executive business session will 
take place Friday afternoon when off- 
cers will be elected and reports of com- 
mittees heard. 


Adams Gives Review 


A comprehensive review of the invest- 
ment situation in relation to the mainte- 
nance of adequate reserves for meeting 
contingencies of depressions was prt 
sented by Claris Adams, executive vice 
president American Life of Detroit, i 
his talk “A Look at the Record.” Al 
though the institution of life insurance 
has ample cause for congratulation for 
its excellent depression record, no room 
is left for complacency as the crisis has 
created problems, “the intensity of which 
we did not anticipate and presented haz- 
ards, the magnitude of which we had not 
calculated.” 

Despite the favorable conclusion of the 
cash surrender and policy loan crisis, 
careful consideration must be given the 
future, said Mr. Adams. Business 02 
the books during the depression had low 
reserve value because of its youth and 
the older business with high reserves 
had good tenacity because it had been 
sold on a protection rather than invest- 
ment basis. The situation would have 
been a great deal more complicated if 
the investment type of business in force 
had been older and higher reserves ¢S 
tablished. 


Eastman’s Appearance Delayed 


The appearance of Joseph B. East: 
man, federal coordinator of transporta- 
tion, was somewhat delayed Wednesday 
afternoon because he was filling a speak 
ing engagement that noon before the 
Chicago Association of Commerce. He 
gave a comprehensive insight into the 
operations of his office and its objec 
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es. The difficulty in putting over any 
oad plan is the fear which individual 
iroads have that in some way they 
il fare less well under the plan than 
val railroads. The plan has not been 
hallenged on the grounds of impracti- 
















able to work with and even to utilize 
new forms of transportation. He pre- 
dicted more and more railroads will en- 
gage in the business of transportation 
rather than that of railroading and more 
and more the government will seek to 








| tabooesfiiability. Bee coordinate and resolve the differences 

SOcial og He expressed the conviction that the | between the various transportation agen- 
iiroad industry is on the verge of im- | cies and to prevent over supply and de- 

Of Lorifiortant developments and that it will be | structive competition. 

& ageny 

ay morn 








Sy devel. 
t life in- 


[nsurane 








SUBSCRIBERS’ OPINION ASKED ON RATING 
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mign to undermine confidence in those 
institutions which did not carry the A 
label. Financial services of various 
Kinds, during the depression, responded 
» the increased interest of the public 
in life insurance companies and printed 
tnalyses of various institutions. They 
yually took their material from the 
Best company publications and quoted 
the Best rating. 

By and large, it was the smaller com- 
pany that suffered the most. One ex- 
planation is that a more complete pic- 
ture can be obtained of a small institu- 
tion than one of the giant companies. 
Ina few days, the assets of a smaller 
company can be reviewed and its sit- 
ation appraised, whereas a corps of ex- 
perts would have to work for months 
to get anything like a real conception of 
the condition of one of the larger com- 
panies. 

As the rating issue became more and 
more acute, other operators saw an op- 
portunity and entered the field. They 
were prompted by different motives and 
most of them were suspect. Some threw 
out strong hints to companies that were 
B or C in the estimation of Mr. Best 
that an A could be arranged. Others 
preyed on wobbly companies, promis- 
ing A ratings with fatuous writeups 
under certain circumstances and threat- 
ening derogatory publicity under other 
circumstances. 

Then there cropped up in various 
parts of the country a number of “in- 













































Now Relinquishes All 
Business Responsibility 











ELBERT STORER 


Announcement is made this week that 
Elbert Storer has been compelled, be- 
Cause of poor health, to relinquish all 


business activity and that he has re- 
signed as Indiana agency manager for 
the Bankers Life of Iowa, a position 
Which he had held for about 20 years. 

€ is being succeeded by his son, Hor- 
ace Storer. Elbert Storer is a past 
President of the National Association of 
Life Underwriters. 





(CONTINUED FROM PAGE 1) 


surance counselors.” They are the peo- 
ple who are advocating replacement of 
investment types of contract with term 
insurance. Part of their technique was 
to assign ratings. Some of these raters 
would get out different pamphlets rat- 
ing 15 or 20 companies in different parts 
of the country. A few companies would 
be classified as excellent and then a 
number of other companies, which op- 
erate extensively in that particular sec- 
tion of the country, would be classified 
as “poor.” Much acrimony has de- 
veloped because the agents of some of 
the honorable, A, excellent companies 
in these groupings, have been making 
widespread use of the ratings to attack 
the “poor” companies. 


Dog-Eat-Dog Mess 


The whole rating situation has de- 
generated into a miserable dog-eat-dog 
mess. 

There can be no doubt that the Best 
company has approached the task of 
rating from a judicial and informed 
standpoint. However, Best is also in 
the business of publishing periodicals, 
for which advertisements are selected 
and he also acts as intermediary in rein- 
surance deals. Critics of the rating sys- 
tem contend that it would be humanly 
impossible for a rater to go down fhe 
middle of the road at all times under 
these circumstances. 


Questionnaire Is Produced 


The communication from the Best 
company soliciting expression of opin- 
ion from subscribers is as follows: 

“A question of major importance to 
our clientele, the general public, and to 
ourselves, has arisen, and we shall ap- 
preciate a frank and prompt expression 
of your opinion concerning it. 

“A committee of the American Life 
Convention virtually demands that we 
discontinue our ratings of life insurance 
companies, on the ground that they are 
so used as to undermine the confidence 
of the public in the life insurance busi- 
ness, and requests a reply prior to the 
meeting of the convention in Chicago 
on Oct. 8, nine days from our discus- 
sion. 

“For 35 years we have tried to be a 
constructive factor in the insurance 
business, and for nearly 30 of those 
years have published ratings of insur- 
ance companies. Judging by the very 
wide circulation of our publications car- 
rying ratings, they are recognized as 
filling a need which could not otherwise 
be met. 

Defends Rating Theory 


“We believe that this work has been 
of large advantage to the general public, 
to the soundly managed companies and 
their representatives, and to the insur- 
ance business as a whole. They have 
proved an incentive to many companies 
to better their management.. We believe 
the ratings necessary; no matter how 
complete our comment on the position 
of any company may be, it is still im- 
possible for our clients and the public 
which they serve to determine the com- 
parative merits of the companies as ac- 
curately as we, because of the great 
mass of information available to us in 
working out the ratings, which is not 
available to our clientele; and, even 
though they had this information, they 
could not appraise correctly the relative 
importance of good and bad factors in 
each company. We feel that our rat- 
ings (based upon carefully devised for- 
mulas, designed with the aid of compe- 





tent insurance executives, and applied 
accurately and without bias) constitute 
the best possible protection for the 
public against unworthy institutions. 
We believe that the public is entitled to 
the fullest possible information concern- 
ing insurance companies upon which it 
relies for the future protection of de- 
pendents. Ratings are easily understood, 
and cannot be explained away. 

“About two years ago a group of 
members of the convention requested us 
to drop our ratings. Last fall the gen- 
eral counsel of the convention again 
raised the question. On both occasions 
we replied that our duty to our clients 
required that we refuse. Libelous at- 
tacks upon us_ from _ irresponsible 
sources: in attempts to coerce us into 
dropping the ratings, have been thus far 
ignored. The personnel and statements 
of this committee, however, prompt -us 
to ask the opinion of our clients. 

“Shall we continue the ratings? We 
will, if you wish, consider your reply 
confidential.” 


Takes Title of Alliance Life 


Life & Casualty Home Office in Chicago 
Moves to Peoria With M. A. 
Kern as Head 








The home office in Chicago of the Life 
& Casualty this week was moved to Pe- 
oria, Ill, and the company’s title 
changed to Alliance Life. This followed 
the stockholders’ unanimous approval 
of the contract to reinsure the Peoria 
Life. 

M. A. Kern, president of the Life & 
Casualty, retains that position in the 
Alliance, and L. D. Kern continues as 
secretary-treasurer. Other positions on 
the official staff and board have not been 
determined, but it is anticipated that 
representatives of the old Peoria Life 
will be included. 

The Mutual Casualty of Chicago, run- 
ning mate of the Alliance, will remain 


in Chicago, with Manager S. D. Tilney 
in charge.. This office will function in 
servicing the Alliance business in Chi- 
cago. It will continue to occupy the 
home office building at 750 North Mich- 
gan avenue. The Alliance combines all 
the business of the Life & Casualty, Pe- 
oria Life, and Old Colony Life, which 
latter company failed some years ago 
and was reinsured. 

President Kern states in regard to the 
Peoria Life reinsurance, which is being 
contested in Michigan where only a 
small amount of business is in force, 
that no company could have taken over 
the Peoria Life on a more equitable 
contract. The bid, he said, is strictly a 
Peoria Life policyholder’s bid—‘‘so much 
so that all the reinsuring company can 
hope to gain from this reinsurance is the 
acquisition of the Peoria Life agency 
force and the increased production of 
insurance resulting therefrom.” He em- 
phasized that policyholders of the old 
Peoria Life should pay their premiums 
promptly and wherever possible rein- 
state lapsed policies. Otherwise they 
will not share in any appreciation of Pe- 
oria Life assets or secure maximum 
benefits under their policies. 

The combined insurance in force is 
said to be $150,000,000, and surplus to 
policyholders $1,018,500. 


Canadian Companies Raise Rates 

TORONTO, Oct. 11.—The continued 
pressure of low interest rates on earn- 
ing power and investment policy is 
given as the reason for an increase in 
premiums by most of the leading Can- 
adian companies. The increase applies 
particularly to non-participating policies 
and has already been put into effect by 
the Canada Life and the Confederation 
Life. The Great West Life and Do- 
minion Life have announced that their 
rates will be increased Oct. 15 and Jan. 
1 respectively. A number of other com- 
panies have expressed their intention of 
raising rates°on at least some. of their 





policies, probably within a year. 
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“Junior Premium Guarantor’ Makes Bow! 








and older. 


tract is a winner. 
commission dollars. 


50 UNION SQUARE 





In the new Junior Premium Guarantor Contract 
Guardian Agents have an effective means of 
increasing interest in and facilitating the sale of 
insurance on the lives of the junior partners in 
the home—sons and daughters ten years of age 


Guardian men and women tell us that the con- 
It helps close sales ... it adds 
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STABILITY .... proven by 
a history of thirty years suc- 
cessful life insurance experi- 
ence; of capable and efficient 
management, and steady and 
consistent growth .... by 
having given at all times the 
fullest protection possible at 
the fairest cost consistent 
with safety .... by having 
pursued a policy of square- 
dealing with its policyholders 
and its agents. 


STRENGTH .... proven by 
total assets of $14,860,977.00 
(Dec. 31, 1933) the largest in 
the company’s history .... 
total insurance in _ force 
$115,048,145.00 a net increase 
in 1933 of $2,363,000.00, one 
of the few companies to show 
a gain. 


SECURITY .... proven by 
ratio of $1.20 in assets for 
every $1.00 of liabilities .... 
this “protection margin” has 
been the same for the past 3 
years .... rated “A” ex- 
cellent. 


AGENTS — If interested in 
representing a company of 
proven stability, strength and 
security, write for informa- 
tion regarding our unique 
contract. 


I. Smith Homans, Vice-President 


COMMONWEALTH 
LIFE INSURANCE CO. 
LOUISVILLE, KY 











Program Is Announced for 
American Institute Meeting 
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1. What is the trend of mortality? 

2. Premium rates, dividends and sur- 
render values. What is the significance 
of present conditions and trends in mor- 
tality, interest and costs as they affect 
the premiums, dividends and surrender 
values? Optional modes of settlement? 
Annuities? 

3. Sales plans: 

(a) Does the economic situation jus- 
tify the adoption of plans to encourage 
the writing of term and low premium 
policies? 

(b) What limitations, if any, should 
be placed on the sale of annuities with- 
out cash values? 

(c) Are any additional companies 
contemplating the adoption of partici- 
pating annuity rates? 

4. Bonds: 

(a) What is the suitable field for em- 
ployment of funds today in the bond 
market, as to Grade of security? Date 
of maturity? Types of bonds? 

(b) What changes are being made in 
the present bond portfolios? 

5. Cost accounting: 

(a) What investigations should be 
made in cost accounting as to the ex- 
penses of operation? 

(b) What factors other than office 
economics can be studied in order toa 
improve the expense rate? 

6. Underwriting: What are the cur- 
rent developments in the underwriting 
of risks engaged in or connected with 
the liquor industry? 

7%. Policy changes and office practice: 

(a) To what extent are companies 
charging fees for making changes not 
provided in the contract? 

(b) What changes are being made in 
the rate of discount allowed on pre- 
miums paid in advance? 


Other Questions Propounded 


(c) Should changes be allowed be- 
tween participating and non-particinat- 
ing policies? 

(d) Has the rewriting of business 
proved satisfactory to the insured, the 
agent, the company? 

(e) Are there any special legal re- 
quirements to watch in connection with 
the termination of policies at the time 
the indebtedness with accretions equals 
the cash values? 

(f) What methods are used by the 
companies at the time of terminating 
policies which have been running under 
automatic premium loans? 

(g) Have the companies, by special 
charge for the service or the adoption 
of a rule, been successful in reducing 
the requests-from policyholders for long 
and complicated forms of settlement 
in connection with smaller policies? 

(h) Conservation: 

1. What experiences have the com- 
panies had recently in conservation? 

2. What methods are successful? 

3. To what extent is a company justi- 
fied in investing in conservation work? 
4. Has any company contacted all or 
certain groups of those terminating in- 
surance during the depression making 


an offer for new insurance? With what 
results? : : . 
8. Disability. Are the difficulties 


which caused the practical abandonment 
of the life income disability benefit in- 
surmountable? Could this benefit be 
safely issued in some modified form? 


Joins Connecticut Mutual 


Edwin S. Hewitt of Milwaukee has 
been appointed a member of the agency 
department staff of the Connecticut Mu- 
tual Life. After a year and a half spent 
in the secretary’s department of the 
Northwestern Mutual home office, he 
became an agent for that company, from 
which position he goes to the Connecti- 
cut Mutual. He is retiring president of 
the Junior Chamber of Commerce of 
Milwaukee, and has been active in many 





other civic enterprises. 


Principals in Controversy 
Calm Down After Discussion 


(CONTINUED FROM PAGE 1) 


A. M. Best Company had sent a printed 
letter to its subscribers stating that the 
A. L. C. had protested against the rat- 
ing of life companies and asking them 
to express their opinion as to whether 
they should be discontinued and to give 
an estimate of their value. 


Cites Demand for Ratings 


Mr. Best contended that there was 
a great demand for these ratings by in- 
surance buyers. He held that his for- 
mula was correct and was applied with- 
out discrimination. He contended that 
he had been impartial and equitable in 
the application of the formula. The 
special committee on the other hand 
held that this rating had brought into 
the field other raters who used different 
methods. One company might be rated 
in a half a dozen different ways. The 
committee argued that the public was 
becoming confused and the institution 
of life insurance was not held in the 
same high esteem as it had been. They 
pointed out that these ratings were 
being used in the field in a destructive 
manner. 

During the same afternoon Mr. Best 
and his associates held a conference and 
the special committee of the A. L. C. 
called in the members of the executive 
committee and all past presidents, the 
session lasting until late in the day. 

Another joint conference was held 

Tuesday morning and by that time evi- 
dently there had been more or less 
diplomatic procedure going on. Both 
sides agreed to a joint statement in 
which the word “rating” was not even 
mentioned. There will be no report 
made to the general convention as the 
special committee reported to the ex- 
ecutive committee. 
President Keesling has eliminated all 
reference to rating in his annual ad- 
dress. The two sides for the time being 
have laid down their arms and called a 
truce. The joint committee gave out 
the following statement: 


Wording of Statement 


“A special committee of the American 
Life Convention, consisting of 127 life 
insurance companies, met with the offi- 
cials of Alfred M. Best Company Inc., 
publishers of ‘“Best’s Insurance Re- 
ports,” for the purpose of determining 
the best means to be employed in giving 
the public complete, accurate and un- 
derstandable information as to the con- 
dition, affairs and practices of life in- 
surance companies, supplementing offi- 
cial reports which necessarily are tech- 
nical and not easily understood by the 
public, 

“There have been several conferences 
between this special committee and the 
Best company officials within the past 
two weeks in New York‘and Chicago. 
The committee and the Best company 
officials entered upon and _ continued 
these discussions in a spirit of coop- 
eration, with the single purpose of de- 
termining what will best service the 
interest of the policyholders, the life in- 
surance companies and the business as 
a whole. 

“These discussions will be continued 
to the end that further progress may be 
made in making available to the public, 
complete information, without tech- 
nicalities, of all essential matters af- 
fecting the life insurance business. 
“These conferences were attended by 
executives of many important insurance 
companies and it was their unanimous 
opinion, shared by Mr. Alfred M. Best, 
that despite the very unusual demands 
upon it during the depression years, the 
life insurance business is in excellent 
condition. 

“In view of the rigid restrictions gov- 
erning the investment of life insurance 
funds, the major problem before life in- 
surance companies today is finding safe 
and satisfactory investments for their 





IN THE DISTRICT COURT OF THE STATE OF joy, 
IN AND FOR SCOTT COUNTY, 


STATE OF IOWA, EX REL, 
EDWARD L. O’CONNOR, 
ATTORNEY GENERAL, 

Plaintiff, IN EQuIty 


aes No. 30156 


REGISTER LIFE INSURANCE 
COMPANY, 
Defendant, 
TO THE POLICYHOLDERS AND CREDITORS 
‘OF REGISTER LIFE INSURANCE COMPANY: 

E, W. Clark, Commissioner of Insurance of the gi) 

of Iowa, as Receiver of Register Life Insurance Company, 
jinted and lified in the above entitled cause, her) 
gives notice as follows: 

On the 7th day of April, 1934, an order was entered 
the above entitled cause appointing E. W. Clark, (qq. 
missioner as aforesaid, as Receiver of Register Life 
surance Company, an Iowa corporation heretofore authy. 
ized to write policies of life insurance. The above 
titled cause was commenced and said order was entey 
in accordance with the statutes and laws of the State y 
Towa for such cases made and provided. 

By subsequent orders entered in said cause it has bem 
determined that the Company was insolvent and thy 
its further continuance in business would be hazardoy y 
the holders of its policies and to its creditors. By ma 
orders it has further been determined that liquidatin 
would deprive the policyholders of their insurance prot. 
tion and preserve for them only their status as creditoy 
in the liquidation based upon their respective policy cay 
values April 7, 1934. By an order entered September %, 
1934, in said cause the Court ratified, confirmed ay 
finally approved a contract entered into between saij 
Commissioner as Receiver and Guaranty Life Insurany 
Company, an Iowa corporation, with its principal place ¢ 
business in the City of Davenport, Iowa, which providy 
for the reinsurance, as therein defined, of the poli 
liabilities of Register Life Insurance Company and which 
provides that the assets which have come into the hand 
of the Receiver shall be divided; that a percentage of thy 
assets shall be delivered to Guaranty Life Insurance Con- 
pany, based upon the claims of the policyholders wh 
elect to avail th of the pr s$ of sald con 
tract; and that the balance of the assets shall be retaine 
by the Receiver and liquidated fer distribution to credi- 
tors of Register Life Insurance Company, including policy. 
holders who dissent from said contract and elect to 
accept their share of the liquidating value of the assets 
based upon their respective pclicy surrender values April 
7, 1934, 

Each policyholder who desires to dissent and to accept 
his status as a creditor in the ordinary course of liquid 
tion on the basis of the surrender value of his policy shall 
evidence that desire by making proof of claim in writing, 
sworn to and filed in triplicate with the Clerk of the 
District Court of the State of Iowa, in and for Scott 
County, on or before the 26th day of November, 1934. 1 
the original of said proof there shall be attached the policy 
upon which the claim is based. Said proof shall set 
forth the name and address of the claimant, the nature 
and number of each policy or contract in which the 
claimant asserts an interest, and the nature of the interest 
asserted therein, and shall indicate clearly that the 
claim is made for the amount payable thereon as of 
April 7, 1934, but need not detail said amount, which 
unless otherwise asserted shall be deemed the amount 
shown by the books of Register Life Insurance Company 
as of April 7, 1934. 

Every policyholder who does not so dissent by filing 
claim within the time prescribed will be deemed to hare 
accepted the benefits of the contract executed as aforesaid 
in the same manner as though he had in writing signified 
his acceptance thereof, and his policy will be automatically 
assumed by Guaranty Life Insurance Company in accord- 
ance with the contract. 

All creditors other than policyholders shall make proof 
of claim in writing, itemized and sworn to, and shall 
state with particularity the nature and origin of the 
claim asserted, the actual consideration thereof, when 
the same has become or will become due, whether any 
and what securities are held therefor, and whether any 
and what payments have been made thereon, and shall 
state that the sum claimed is justly due, that the claim- 
ant has not, nor has any person for his use, received any 
security or satisfaction whatever other than as set forth 
in said proof. Such proofs are to be submitted by filing 
three (3) copies thereof in the office of the Clerk of the 
District Court within the time hereinbefore prescribed, 
to-wit, on or before November 26, 1934. 

Claims other than policy claims which are not filed 
in accordance with the foregoing, and the owners there0!, 
shall be debarred from participating in any dividend of 
distribution that may hereafter be made in the above 
entitled proceeding, or from any interest in and to the 
properties and assets administered by the Receiver in 
said cause, or any proceeds derived therefrom; provided, 
however, that the foregoing is without prejudice to the 
rights of persons whose claims are adjudicated in ancil- 
lary proceedings and which are allowed in the abort 
entitled cause. 

A policyholder who files his claim in an ancillary pr 
ceeding, but who does not file his claim in the above 
entitled cause within the time and in the manner pre 
scribed, will be deemed to have assented to and become 
bound by said contract notwithstanding such filing i 
the ancillary proceeding. Provision has been made whereby 
claims filed in the above entitled proceeding and dis 
allowed may be proved in one of several ancillary pro 
ceedings. 

Of the foregoing all persons interested in the receiver 
ship of Register Life Insurance Company will take du 
Notice. 








E. W. CLARK, 
Commissioner of Insurance of the 
State of a, as Receiver 
Register Life Insurance Company. 


COOK & BALLUFF, Attorneys, 


2 





rapidly accumulating cash.” 








Davenport, Iowa. 
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Attorneys Discuss Some 


Vexing Legal Questions 





(CONTINUED FROM PAGE 2) 


He quoted the case of the Minnesota 
Mutual Life vs. Marshall involving in- 
terpretation of the antecedent of the 
word “thereafter” in the policy pro- 
visions which specified that if the in- 
sured while the policy is in full force 
shall become totally and permanently 
disabled and shall furnish satisfactory 
proof thereof, the company will waive 
the payment of premium thereafter be- 
coming due. The court stated there were 
two lines of decisions; one holding that 
the proof of disability fixes the time 
when the waiver begins, and the other 
holding that the time of the waiver is 
at the time of the disability, provided 
proofs are furnished within a reasonable 
time. 

By established rules of construction, 
the word “thereafter” in the Minnesota 
Mutual policy referred to furnishing the 
proof, Mr. Mangus said, which were 
the last words that could have been an 
antecedent. There is nothing in the 
context to cause the rules not to apply. 


Misinterpret Contract 


The assured in this case became 
fatally ill during the days of grace and 
died a few days after the expiration of 
the days of grace. The court stated that 
the right to have the premium waived 
during disability was what the assured 
had paid for, and stated that the con- 
struction that disability benefits accrued 
only for the period following proofs 
would be “all right where such benefits 
are sought while the insured is living.” 

“It is apparent that in such decisions 
courts have been proceeding upon the 
theory that they possessed the power to 
interpret the contract to achieve the de- 
sired result in a particular case and in 
reaching this result are not limited by 
the language of the contract. 


Follow Original Construction 


“The power of a court to substitute 
what it considers a more sympathetic or 
humane remedy can only be derived as 
something in the nature of public policy. 
Public policy has been referred to by 
many courts as a term of uncertain 
meaning and one that cannot be defined. 

“I believe it is our duty not merely 
as insurance lawyers but members of 
the bar of the courts of our land, to 
strenuously present our cases as of orig- 
inal construction and urge the court not 
to rely on cases that are the product of 
an unconsciously misconceived notion of 
public policy, and to construe the con- 
tract as it would any other instrument 
before it.” 


Robert E. Hall’s Comment 


R. E. Hall, associate counsel Aetna 
Life, commenting on Mr. Mangus’ paper, 
said that the substitution of what the 
court considers the more sympathetic 
and humane remedy instead of the one 
Provided in the contract is not justifi- 
able in any case, the proper course being 
to apply the rules of construction and of 
Precedent until the properly constituted 
authority, the legislative department, 
has changed them for application to 
tone thereafter to be entered 

0. 

He said the Aetna Life recently had 
two cases of the same kind involving 
disability benefits, one resulting in a 
Jndgment in the company’s favor in the 
ederal court and against it in the state 
court. The policy language in each case 
was identical. 

He said that lately results have been 
Teached by courts which have startled 
almost all lawyers. He quoted Profes- 
sor Kennedy of the Fordham Law 
School who said that the movement 
characterized as the “new deal” in the 
aw will likely revolutionize the idea of 





law, its practice and the nature of its 
decisions because of its experimental na- 
ture or “functional approach,” deploring 
its departure from precedent and the 
tendency of judges to decide first and 
then look for supporting authorities. 
This is called the “hunch” process. 

The tendency to depart from precedent 
will lead more and more, Mr. Hall be- 
lieves, if continued, to personal law as 
against settled authority, to a govern- 
ment of men and not of laws, to the 
breakdown of the divisions of govern- 
ment into three separate departments, 
executive, legislative and judicial, and 
even to the junking of the constitution 
itself. When personal law as against 
precedent obtains it will be difficult for 
a lawyer to know how to advise, when 
to prosecute and when to defend. 


E. K. Williams’ Paper 


“Tt is not sufficiently appreciated that 
the interest of the insuring public and 
the interest of the companies are prac- 
tically identical,” said E. K. Williams, 
Winnipeg, in his paper on “Some 
Thoughts on the Administration of Civil 
Justice as Particularly Applicable to the 
Insurance Business.” Mr. Williams 
could not be present and his paper was 
read by Allen May of the General 
American Life. 

“In the final analysis,” he said, “the 
insurance public is interested in obtain- 
ing insurance of all kinds at the lowest 
rates.” These rates are based on experi- 
ence. 

Law, said Mr. Williams, is constantly 
undergoing a change in response to the 
changing attitude of the public. 

Judges should in theory be unswayed 
by human emotions and should declare 
the law as it actually is, leaving desir- 
able changes to the legislature. The 
majority of judges appear to think of 
the administration of “justice” as op- 
posed to “law.” An instance is the in- 
terpretation placed by many courts on 
the disability clause refusing to give the 
plain and obvious meaning to a contract, 
as a result compelling companies to 
abandon the clause. 

Fraud Difficult to Prove 


Another difficulty is the unfamiliarity 
of the judge with a working knowledge 
of insurance. 

“There seems to be a disinclination 
on the part of the judges to deal fairly 
and courageously with the question of 
fraud. In our two countries warranties 
have been reduced to the level of repre- 
sentations and unless a misrepresenta- 
tion is of a limited class of facts called 
‘material,’ companies are forced to prove 
fraud, which is one of the most difficult 
things to prove although quite apparent 
in the ordinary non-legal sense.” 

The solution seems to lie in the non- 
political appointment of judges for a life 
tenure and the payment of a worthy 
salary. 

Mr. Williams believes that in civil 
cases justice is served more effectively 
without a jury and a competent, well 
trained and impartial judge to decide 
both law and fact. 


Eliminates Ambulance Chasing 


He believes that much could be done 
to eliminate certain evils, such as am- 
bulance chasing, falsification of claims 
and “fixing” of juries if states would 
adopt a somewhat similar system to that 
in vogue in Canada. In effect, the mem- 
bers of the bar have become an incorpo- 
rated body having the sole right to ad- 
mit students or apprentices at law, to 
prescribe standards of admission and 
of education, to control the call to the 
bar and to take over the responsibility 
of discipline subject to review by a court 





of appeals. A ruthless course of disci- 
pline applied to members of the associa- 
tion or society would in a comparatively 
short time eliminate many of the abuses, 
he believes. 

There has been a great deal of inter- 
ference with freedom of contract in in- 
surance matters in the United States 
and Canada. The principle of the utmost 
good faith in insurance matters has been 
in some cases almost abolished in favor 
of the insured, so even where legisla- 
tures have set up statutory contracts 
they are construed strictly against the 
companies. 


Valuable Slants 
Given in Congress 





(CONTINUED FROM PAGE 1) 


man in whom he personally had great 
faith and who could paint for him pic- 
tures of his life’s objectives in such a 
way as to make them seem possible of 
attainment. 

Agents of the Recht & Kutcher 
agency of the Northwestern Mutual Life 
demonstrated cold canvassing in four 
playlets; (1) the “six plus two” plan 
for liquidating policy loans; (2) getting 
a prospect to look at himself and his 
family in the same way as he would his 
own business; (3) use of three interim 
term policies on a quarterly basis to 
complete with building and loans in the 
monthly payment plan, a canvass de- 
signed to sell one of the lesser lights 
in an office when the boss proves to 
be out; (4) getting past the secretary 
by the promise of a premium calendar 
to help her remember her chief’s insur- 
ance premium dates, then going to a 
general talk on creditor’s rights, contin- 
gent beneficiaries and other means of 
making the prospect less complacent 
about his existing insurance. 

John J. Gordon, general agent in New 
York City, Home Life of New York, 
and A. Y. Schoen, of the same agency, 





put on a selling demonstration of the 
type of interview where the approach 
was not of the cold canvass variety. 

J. M. Fraser, general agent Connecti- 
cut Mutual Life, and president of the 
New York City Association, presided 
at the morning general session, while 
A. V. Youngman, Mutual Benefit Life, 
chairman program committee, conducted 
the afternoon session. Governor A. 
Harry Moore of New Jersey spoke at 
the dinner meeting, which opened the 
1934-35 series of monthly dinners. 

Paul Clark, general agent John Han- 
cock Mutual in Boston, and president 
National C. L. U. Chapter, presented 
C. L. U. diplomas to New York aspir- 
ants for the designation who passed 
their final examinations last spring. 


Thirty-eight Days for John 

Some 75 members of the Riehle 
agency of the Equitable Life of New 
York in New York City gathered at a 
dinner in celebration of the 38th anni- 
versary of John M. Riehle’s contract 
with the Equitable. Mr. Riehle is the 
father of T. M. Riehle, the new presi- 
dent of the National Association of Life 
Underwriters. The plans for the dinner 
were executed by a committee headed 
by W. Halsey Wood. 

The agency inaugurated a campaign 
“Thirty-eight Days for John,” termi- 
nating Nov. 16, the actual day of his 
contract with the Equitable. 

Mr. Wood presided at the dinner and 
tributes were paid by various members 
of the agency. T. M. Riehle was 
saluted and he was presented with a 
gavel. 


Agency Supervisors Meet 

The Life Agency Supervisors Asso- 
ciation of Chicago held its first fall 
meeting Oct. 11 at luncheon. Swhbject 
discussed was “Inflation—Its Effects.” 
Under this were discussed effects on 
recruiting agents, on present day sell- 
ing and on conservation of business. 
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Influence of American Life Convention 


Tuis week the AMERICAN Lire CoNVEN- 
TION is holding its annual meeting in CuI- 
caco, the city where it came into being 29 
years ago. It is the senior company or- 
ganization in the sense that it is the old- 
est, because the ASSOCIATION oF LIFE 
INSURANCE PRESIDENTS was later estab- 
lished. The AMERICAN Lire CoNVENTION 
is strictly a working body. Its meet- 
ings are not a mere formality. When 
it came into being companies in the west 
and south had no coordination. Every 
man’s hand was raised against another’s. 
Competition of this kind became waste- 
ful and destructive. 

The founding fathers performed a 
real mission when they brought into 
being the American Lire CONVENTION 
because it brought onto one platform 
these company officials who in great 
measure were unknown to one another 
and who had been merciless in their 
competition. The AMERICAN Lire Con- 
VENTION stabilized the business within 
its jurisdiction. It established certain 
standards and held them up before its 
members. The heads or managers of 
these companies were compelled to par- 
ticipate in every department of their 
service and to all intents and purposes 
were department heads. Hence the 
AMERICAN LIFE CONVENTION endeavored 
to produce material of an educational 


matter that would better equip its mem- 
bers for their divergent tasks. 

As the companies grew in size it was 
impossible for the guiding hand to per- 
form all the duties that he felt impelled 
to do when the organization was smaller. 
However, the need of more enlighten- 
ment was realized. It was felt highly 
desirable and of great value to have 
these companies pool their experiences 
along different lines. Out of this de- 
sire to accumulate data and to exchange 
opinion grew the various sections of the 
A. L. C. The legal section was perhaps 
the oldest. Then came the medical. 
The AMERICAN INSTITUTE OF ACTUARIES 
is primarily an A. L. C. institution al- 
though it is not subject to the big or- 
ganization. Then came the financial and 
agency sections and finally the industrial 
life section. All these divisions except 
the medical section meet during the 
week when the parent organization is 
holding its meeting. These various ac- 
tivities are not concentrated during one 
convention week. The work goes on 
throughout the entire year so that the 
members have promulgated to them 
from time to time helpful information 
on various subjects. 

The AMERICAN LIFE CONVENTION has 
been a stimulating, educating, develop- 
ing factor in the business. 


Sticking too Closely to Precedent 


One of the most difficult obstacles to 
overcome in insurance administration is 
precedent. People, especially those who 
have been in the harness a long time, look 
with suspicion and often with dismay on 
any sort of change that seems to them 
almost revolutionary or at least rather 
radical. It is difficult for men in that 
frame of mind to appreciate the startling 
changes of these times. 

Entirely new problems have presented 
themselves in recent years. Executives 
search experience and find but little to 
enlighten them on some points. They 
hesitate, therefore, to depart very far from 
the beaten road and that is fortunate in 
many ways. Too much experimentation 
might be suicidal. To cling too tenaciously 


to precedent however will have a deaden- 
ing effect. Today we need those gifted 
with imagination and foresight and yet who 
keep their eyes often on the ground but 
looking forward. 

We should say that insurance people 
particularly should be in that frame of 
mind where they will not throw obstacles 
in the way of any forward, progressive 
movement that has in it the elements of 
success and permanency. We must realize 
that entirely new demands are facing the 
people. We cannot travel in the same way 
that we did in the past. We must realize 
the importance of moving forward and not 
retarding the onward tide. Let us keep an 
open mind and try to think straight to 
our objectives, 
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PERSONAL SIDE OF BUSINESS 





In honor of his 35th anniversary as 
New Jersey general agent of the Massa- 
chusetts Mutual Life, F. H. Lewis was 
tendered a dinner attended by more 
than 60 guests, including W. M. Ben- 
ton, superintendent of agencies, and Dr. 
Morton Snow, medical director, from 
the home office. Mr. Lewis was pre- 
sented with 35 roses by the office staff. 
He has been affiliated with the company 
37 years, starting as a clerk in the home 
office in the renewal department. In 
1898, he became cashier in Jersey City 
and in 1899 was made general agent 
there. In 1916 he was appointed gen- 
eral manager for New Jersey with of- 
fices in Newark and Jersey City. 

C. B. Kenniston, district manager for 
the John Hancock Mutual Life in Mal- 
den, Mass., is in Nova Scotia with a 
group of Boston Rotarians. He is an 
ardent Rotarian. Attendance on_ its 
meetings and work on its committees 
are among the few diversions Mr. Ken- 
niston takes. 


Despite a reduced number of working 
days on account of the agency conven- 
tion in Swampscott, Mass., the Penn 
Mutual Life reported a 10.7 percent gain 
in volume in September over the same 
period a year ago. 


J. B. Thompson, Albany, N. Y., gen- 
eral agent of the Mutual Benefit Life, is 
celebrating the 25th anniversary of his 
entrance into insurance. He has been 
at Albany for seven years, formerly 
being a district agent at Wilmington, 
Del. Mr. Thompson joined the Mutual 
Benefit in 1909 at Lebanon, Ky., his 
duties being mainly devoted to office 
work. In 1914 he was made cashier and 
office manager at Omaha. From 1917 
to 1923 he was agent at Baltimore and 
in 1923 appointed district agent for 
Delaware. 


Paul Johnson, general agent of the 
Midland Mutual Life of Columbus, O., 
has been elected president of the Ex- 
change Club of Cincinnati. He was re- 
cently awarded the C. L. U. degree. He 
went to Cincinnati, a complete stranger, 
two and a half years ago and is making 
a fine record. 


John J. Cadigan, president of the New 
World Life, Seattle, is one of the com- 
pany executives in Chicago attending 
the American Life Convention. Mr. 
Cadizan also was an interested listener 
at the Mortgage Bankers Association 
convention last week. 


Manager O. P. Schnabel of the Jef- 
ferson Standard Life at San Antonio 
was honored with an “application 
shower” on his birthday. There were 
75 applications in the “shower.” Thad 
Childre, superintendent of agencies, rep- 
resented the home office. Mr. Schnabel 
said he hoped it would “rain” on his 
next birthday. 


A. W. Friskey, Jr., manager of the 
Federal Life’s loop agency in Chicago, 
has returned home from the hospital 
following treatment for a broken arm 
and severe injuries received as a victim 
of a “hit and run” driver. He will 
probably not be at the office for another 
month. 

Tribute was paid to an outstanding 
life insurance career when Royal S. 
Goldsbury, for many years general 
agent of the Northwestern Mutual Life 
in Pittsburgh, was honored at a lunch- 
eon given by his successor, Roger A. 
Clark. Sixty members of the agency 
were joined by Grant L. Hill, director 
of agencies, and Nelson D. Phelps, as- 
sistant director of agencies, in express- 
ing their affection for Mr. Goldsbury 
and in wishing him good luck on his 





return to personal production after a 


en, 


quarter of a century of service as gen. 
eral agent. 

Frank C. Boyd, president of the 
agents’ association, presented Mr. Gold. 
bury with a scroll signed by Members 
of the agency. 

Mr. Clark, who presided, was for. 
merly assistant director of agencies x 
the home office. He started with th 
company in northern Illinois in 199 
and after seven years of field exper. 
ence went to the home office. 


C. F. Johnson, 74, for many year 
general agent of the National Life % 
Accident at Hopkinsville, Ky., die 
there following a heart attack. 

Thirty-five representatives of the Ney 
England Mutual Life attended a dip. 
ner and reception in Omaha in honor of 
Will F. Noble, who has succeeded his 
father, the late Gerdon W. Noble, a; 
general agent there. 


Isaac Miller Hamilton, president of 
the Federal Life, who has been spend- 
ing the past month in California, has 
returned to Chicago. 


R. M. Clark, New York deputy sv- 
perintendent of insurance, had his ap- 
pendix removed in a Philadelphia hos- 
pital. 


C. V. Wilson, Fargo, N. D., general 
agent of the National Life of Vermont, 
who has been seriously ill for three 
weeks, is now making good recovery, 

Deszo Garay, a special agent of the 
Ohio State Life in Cleveland, has just 
completed 300 weeks of consecutive pro- 
duction. A. P. Arnett, general agent at 
Ashland, Ky., has just rounded out 150 
weeks of consecutive production. 


The “Southwest Insuror,” which will 
be “a periodical devoted to the interests 
of sound insurance in the southwest,” 
will be launched the latter part of Oc- 
tober by John C. Leissler, publisher, 
with offices at 1011 Cotton Exchange 
building, Dallas. He was formerly in- 
surance editor of the Chicago “Journal 
of Commerce.” 


Charles E. Stockder of Hartford, who 
served for nearly 25 years as general 
agent for the Provident Mutual Life, 
djed at his home in Hartford at the age 
of 73. He had been in the business since 
1906, starting as an associate general 
agent of the Provident Mutual Life & 
Trust. 


One of the victims of the “Morro 
Castle” disaster was Agnes D. Berry, 
secretary to James M. Blake, field serv- 
ice manager of the Massachusetts Mu- 
tual Life. 

L. A. Stewart, Canadian manager of 
the United States Life, died in Toronto. 
He was born 78 years ago at Fort Mad- 
ison, Ia. 


H. G. Wischmeyer, Cleveland general 
agent of the John Hancock Mutual, 's 
reported to be making a good recovery 
from an operation for removal of his 
appendix. He was stricken upon his 
return to Cleveland by plane, after rusi- 
ing to the Milwaukee convention of the 
National Association of Life Underwrit- 
ers to cast the deciding vote in favor 0 
A. E. Patterson in the advisory nom- 
inating committee. 


W. G. Blankenbuehler, manager of the 
Walnut Hills branch of the Western 

Southern Life in Cincinnati, died sud 
denly this week. He had been sent to4 
hospital to have his appendix removed, 
but before the operation could be pet- 
formed the appendix burst and peritonitis 





set in. He was 51 years old and had 
spent most of his life in insurance 4 
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manager for the Metropolitan. In 1932 
he joined the Western & Southern and 
worked with the home. office staff until 
June, 1934, when he was appointed man- 


ager. 


Three life members of the Rhodes 
Club of the Berkshire Life have been 
with that company more than 45 years. 
They are M. C. Stowell, cashier in the 
Detroit office; -Charles Furey, for 47 
years with the home office in Pittsfield; 
and Joseph E. Purches, assistant secre- 
tary at the home office, who has been 
with the company over 60 years. 


Miss Mary Elizabeth Williams, eld- 
est daughter of Charles F. Williams, 





president of the Western & Southern 
Life, was married Oct. 10 to Lawrence 
H. Kyte, Cincinnati attorney. The 
bride is a graduate of the College of 
the Sacred Heart. in- Manhattansville, 


A. D. Keeley, 55, assistant manager 
of the industrial department of the Na- 
tional Equity Life, Little Rock, Ark., 
died there as the result of a stroke of 
paralysis. 


R. E. Galvin of Cincinnati has been 
appointed manager of the Western & 
Southern Life for the Louisville district, 
succeeding W. B. Guisinger, who has 
been transferred to Erie, Pa., as man- 
ager. 
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NEWS OF THE COMPANIES 
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Seeks to Avoid Receivership 





American Bankers of Jacksonville, IIL, 
Asks Policyholders Voluntarily to 
Accept Lien Against Reserves 





The American Bankers of Jackson- 
ville, Ill, which has been operating for 
some time, more or less officially, under 
a conservator and which has reinsured 
a considerable amount of its business, 
including all of its accident and health 
business, is undertaking to put into ef- 
fect a plan, which would avoid the 
necessity of receivership. Policyholders 
are being requested voluntarily to ac- 
cept a lien of 50 percent against their 
reserves. . 

In its communication to policyhold- 
ers, the American Bankers states that 
the Illinois insurance department is re- 
quiring a revaluation of assets and this 
will probably have the effect of leaving 
the company impaired. 

There will be no interest charged the 
policyholder in connection with the lien. 
The company proposes to pay death 
benefits and maturing endowment poli- 
cies in full. The company agrees not to 
pay any dividends to stockholders so 
long as the lien remains in effect. How- 
ever, the company has never paid divi- 
dends to stockholders. 

Last year the accident and health 
business of the American Bankers was 
teinsured in the Great Northern Life of 
Chicago. Its industrial life business in 
practically all of the states in which it 
operated, except Illinois, was reinsured 
in various companies. For some time 
its operations have been confined al- 
most exclusively to Illinois. 

The insurance department has been 
keeping a close watch on the American 
Bankers and R. R. Haffner, actuary of 
the department, has been in personal 
charge of the company much of the 
time. 

MICHIGAN CALLS HALT 

LANSING, MICH., Oct. 11.—The 
American Bankers has been ordered by 
the Michigan department to discontinue 
solicitation in this state of voluntary 
liens on the cash value of policies issued 
to residents of Michigan. 

If a receivership is ordered the policy- 
holders are being told that a similar lien 
is likely to be ordered upon which they 
Must pay 6 percent. Extension of the 
plan to this state was not sanctioned by 
department authorities, the company was 
old. 


The American Bankers has not been 
Operating in Michigan for some time 
and hence the department’s action is not 
Tegarded as vital. 


Goes on Agency Basis 

Because of the growing opposition by 
various state departments to the oper- 
ation of mail order life companies, the 
Union Mutual Life of Des Moines an- 
Nounces that hereafter it will operate 
Strictly on an agency basis. William 
Schulz, Jr., president, and C. G. Shulz, 
Secretary, are now organizing their 


home state. 





Peninsular Life in New Hands 


Interests Identified With Occidental Life 
of North Carolina Now in Charge 
of Florida Company 








Interests identified with the Occi- 
dental Life of Raleigh, N. C., have ob- 
tained a substantial interest in the Pen- 
insular Life of Jacksonville, Fla. Laur- 
ence F. Lee, president of the Occidental 
Life, has been elected president of the 
Peninsular Life, succeeding White L. 
Moss, who is returning to his former 
home in Louisville. 

L. C. Cortright, who is vice-president 
and actuary of the Occidental Life, be- 
comes first vice-president of the Penin- 
sular Life. Ralph Anderson of Jack- 
sonville becomes vice-president and ac- 
tuary. J. Anthony is retained as 
secretary and treasurer of the Penin- 
sular Life. 


Directors Can Pay Other 
Board Members to Resign 


LINCOLN, NEB., Oct. 11.—Insur- 
ance Director Herdman, passing on a 
proposal submitted by directors of the 
National Thrift Assurance of Omaha, 
rules that there is nothing in the law or 
in the department regulations that would 
prevent a director going down into his 
pocket and personally paying another 
member to resign. Officers of the com- 
pany told him that when the corporation 
was organized the full 21 directors per- 
mitted by law for a mutual company 
were elected. Part of these became offi- 
cers on full pay while others were paid 
only for directors’ meeting attended. 
Recently some of them have insisted on 
a salary. Information was that seven 
of these objectors had agreed to accept 
an offer of $1,000 each to resign. This, 
the officers said, would be paid out of 
the pockets of the other directors. Mr. 
Herdman said that while company funds 
could not be used for that purpose, he 
had no power to prohibit the use of pri- 
vate funds to bring about peace within 
the organization. 


American L. & A. Litigation 
Is Outgrowth of 1930 Merger 


LOUISVILLE, Oct. 11.—Four stock- 
holders of the American Life & Acci- 
dent of Louisville, of which Dinwiddie 
Lampton is president, have filed suit to 
compel Mr. Lampton to make an ac- 
counting for the company and partic- 
ularly in regard to $72,521 in alleged 
withdrawals of its funds for discharge 
of personal obligations, without resti- 
tution being made. The suit also names 
four directors, who it was charged were 
subservient to the will of the president 
and gave their consent to the with- 
drawals. 

The plaintiffs further allege that in 
October, 1930, Mr. Lampton_ trans- 
ferred 25,000 shares of stock in his com- 
pany to the Kentucky State Life, under 

















contract that the company should have 
$105,000 paid-in capital, $50,000 surplus 
and $221,641 in reserves, The purchase 
was said to be for the purpose of distrib- 
uting the stock among stockholders of 
the Kentucky State Life. They seek 
an injunction to prevent further with- 
drawals, and ask a judgment and a lien 
on Mr. Lampton’s stock in the Amer- 
ican Life & Accident, which is 80 per- 
cent of the total. 

This action is brought by former key 
men in the former Kentucky State Life, 
which was merged into the American 
Life & Accident in 1930, over the ob- 
jections of some Kentucky State stock- 
holders. 


Refuse to Halt Merger of 
Old Kansas Life, Pyramid 


TOPEKA, KAN., Oct. 11.—The Kan- 
sas supreme court has refused to stop 
the merger of the old Kansas Life with 
the Pyramid Life of Kansas City, Mo., 
and refused to stop the removal of the 
general offices of the old company from 
Topeka. The court affirmed the deci- 
sion of the Shawnee county district 
court, which held that the state did not 
proceed in the proper legal manner to 
stop the merger. 

The Kansas Life had some difficul- 
ties after the family of the late S. E. 
Cobb, for many years its active man- 
ager, sold their interests to an Indiana 
group which attempted a merger but 
failed. Then the Pyramid Life ob- 
tained control and sought to move the 
offices from Topeka to Kansas City and 
accomplish an actual merger. 

The state brought suit, through the 








attorney general, seeking to enjoin the 
removal. The Pyramid attorneys filed 
a demurrer, which set out that the state 
had no right to take such action with- 
out the request from the insurance de- 
partment. The lower court and the su- 
preme court sustained the demurrer. It 
was held that the insurance commis- 
sioner should have ordered a hearing to 
determine the facts and then might seek 
to enforce any order he made by ap- 
propriate action in the courts but that 
the attorney general had no right to act 
independently. 

The old Kansas company has aban- 
doned its charter and its business has 
been reinsured. The Guaranteed Se- 
curities Life of Topeka has changed its 
name to the Kansas Life and is now 
operating under that name. 


Conduct “Dollars for You” 
Campaign During October 








The Continental Assurance is con- 
ducting a “Dollars for You” campaign 
in October with cash bonus to every 
agent who qualifies. The business must 
be paid for on or before Dec. 15. Five 
and ten year term, salary investment, 
group and wholesale insurance are not 
included, although there is a_ special 
offer for monthly premium and salary 
investment business. Annuities count for 
only one-half, one annuity unit being 
considered the equivalent of $1,000 life 
insurance. 

Agents to qualify must write five or 
more applications in October. There are 
special awards to the first five agents 
sending in five or more applications 
with medicals attached, additional cash 
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awards for the leader in annual paid 
volume for October and second volume 
leader, and the leader and second man 
in paid applications. 


Inter-Agency Contest On 


The annual inter-agency contest of 
the Pacific Mutual Life is on and will 
continue to Nov. 3. Agencies of about 
equal standing are pitted against each 
other. The contest is on a bonus basis 
of premium income on new business 
produced, unit quotas being assigned to 
each agency—a unit being $25 of first 
year premiums and or $500 single pre- 
mium. Every unit produced in excess 
of the quota adds to the agency earn- 
ings. During the first week of the cam- 
paign the C. C. Day agency at Okla- 
homa City exceeded its entire quota for 
the contest and several other agencies 
achieved remarkable records in the first 
week or ten days of the drive. The ex- 
perience of the Pacific Mutual has 
shown that this is one of the most suc- 
cessful and effective methods of stim- 
ulating increased production of business 
that has been devised. 


Increase for Jefferson Standard 


The Jefferson Standard Life reports 
an increase in insurance in force for 
the third quarter with a total of $311,- 
200,000 now in force. 

The field force is conducting a special 
drive for new business in honor of 
President Julian Price’s 67th birthday 
on Nov. 25. 

Karl Ljung, assistant secretary, re- 
ports a continued improvement on re- 
newals. Business less than two years 
old shows an eight-point improvement 
in renewal as compared with the first 
nine months of last year. This month 
agents are conducting an annual “check- 
up” campaign, giving all lapsed policy- 
holders another opportunity to rein- 
state their policies. 





Notice Given Dissenters 


Commissioner E. W. Clark of Iowa 
has given notice that dissenters from 
the reinsurance of the defunct Register 
Life by the Guaranty Life must file ob- 
jections by Nov. 26. The policyholders 
who do not file claims by that date will 
be considered as having accepted the 
benefits of the contract. The receiver 
will retain the assets represented by the 
policies of the dissenters and the bal- 
ance will be delivered to the Guaranty 
Life. Creditors other than policyhold- 
ers must file their claims by Nov. 26. 


Southland Life Uses Radio 


The Southland Life of Dallas is now 
on the air three times weekly with a 
half hour program of varied interest. 
Tuesday evenings Clarence Linz, vice- 
president, is in charge of the program. 
Thursday evenings Col. W. E. Talbot 
is in charge,.featuring also facts con- 
cerning Texas industry. Sunday eve- 
nings Lorry Jacobs, public relations di- 
rector, is in charge of the program, fea- 
turing highlights of Texas history and 
story telling. 


Promoting New Company 
Cc. O. Milford of Greenville, S. C., 
former president of the Southern Life of 
that city, is at the head of an organ- 
ization now selling stock of a new com- 
pany to sell industrial insurance. 








New Association Incorporated 
The Guaranty Life Association has 
been incorporated at Pine Bluff, Ark. 
Dr. W. H. Simmons is president; A. Z. 
Orto, vice-president; A. B. Robinson, 
vice-president; R. C. McKay, secretary, 
and C. A. Gordon, treasurer. 





Upholds Cancellation of License 
Superior Judge Wilson of Los An- 


geles has upheld the action of the Cali-' 


fornia department in canceling the li- 
cense of the El Dorado Mutual Life As- 
sociation on the ground the concern had 
failed to stop the alleged practice of 
settling claims on a pro rata basis. 











AMONG COMPANY MEN 





Honor V. H. Jenkins in Drive 


Occidental Agents Seek to Break Rec- 
ords to Commemorate Vice-Presi- 
ident’s 20th Anniversary 





Agents of the Occidental Life of Cali- 
fornia are honoring V. H. Jenkins, vice- 
president in charge of production, this 
week in a special production drive to 
commemorate his 20th anniversary of 
service. An effort will be made to write 
the largest number of applications ever 
produced during a similar period in the 
history of the Occidental. The cam- 
paign is under the direction of Division 
Managers I. C. Cunningham, Nels J. 
Nelson and Earl V. Shipley. 

Starting in 1914 as an agent Mr. Jen- 
kins was successful from the beginning. 
Six years later he was appointed field 
superintendent working out of the home 
office, and in 1924 he was named joint 
branch manager of the home office 
agency, in which position he remained 
until July, 1927, when he left the Occi- 
dental to take charge of the America- 
commercial Corporation. He returned 
to the Occidental Life in February, 
1931, as vice president in charge of pro- 
duction. He is prominent in association 
activities and in 1926 was elected presi- 
dent of the Life Underwriters’ Associa- 
tion of Los Angeles. 





General American Promotes 


Three Actuarial Officials 


The General American Life of St. 
Louis has elected O. J. Burian actuary, 
E. L. Faith and H. M. Sarason as 
assistant actuaries. All are promotions 
within the company’s own personnel. 

Mr. Burian graduated from Wash- 
ington University in 1920 and began his 
actuarial work shortly afterward as a 
clerk for the Missouri State Life, ad- 
vancing later to head of the dividend 
division, head of the mathematical and 
change division and becoming assistant 
actuary in 1927. He has been acting 
head of the actuarial department of the 
General American for several weeks. 
He is a fellow of the Actuarial Society. 

Mr. Sarason is also a graduate of 
Washington University, in 1924, and a 
fellow by examination of the American 
Institute of Actuaries and the Actuarial 
Society of America, being a member of 
the joint examination committee of 
both those groups. He is also an as- 
sociate of the Casualty Actuarial So- 
ciety. When the Actuarial Club of St. 
Louis was organized in 1930 he was 
elected its first president. 

Mr. Faith has been head of the com- 
pany’s mathematical and change divi- 
sion. He is now president of the Ac- 
tuarial Club of St. Louis and of the 
Shield & Wings Council, an organiza- 
tion of the division heads in the Gen- 
eral American’s home office. He is an 
associate of the Actuarial Society of 
America, American Institute and Cas- 
ualty Actuarial Society. 


New Equitable of Iowa Officials 


L. J. Kelleher has been appointed 
superintendent of bonds of the Equitable 
Life of Iowa and J. H. Windsor assist- 
ant superintendent. They will have su- 
pervision over purchase and administra- 
tion of the company’s bond investments. 
Mr. Kelleher has been with the com- 
pany for two years and Mr. Windsor 
five years. 


Harrison, Hahne in Ohio 
W. H. Harrison, vice-president and 
superintendent of agencies of the At- 
lantic Life, visited agencies in Ohio last 
week. He was accompanied by E. A. 
Hahne, newly appointed supervisor for 














the middle west, with offices at 1207 





Morgan to Danville, IIl.; 
To Supervise Two States 
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R. E. MORGAN 


R. E. Morgan, home office agency su- 
pervisor of the Ohio National Life, has 
opened headquarters in the Temple 
building at Danville, Ill. He will have 
Supervision of organizing a greatly en- 
larged agency force in Illinois and In- 
diana. 

Mr. Morgan has had extensive expe- 
rience in life insurance, having been east- 
ern Kentucky supervisor, district man- 
ager and later general agent of the Mas- 
sachusetts Mutual Life in Cleveland and 
northern Ohio. In 1928 he became gen- 
eral agent of the Provident Mutual in 
Toledo. In 1931 he joined the North 
American Life of Chicago as eastern di- 
rector of agencies with headquarters in 
Newark. He became home office agency 
supervisor for the Bankers Reserve Life 
in 1932 and continued in that capacity 
with the Ohio National after the two 
companies merged. 








Mercantile Library building, Cincinnati. 
Mr. Hahne is now concentrating on 
Ohio territory and plans to appoint a 
number of new district agents in the 
state. He was formerly with the Con- 
necticut General in Newark and before 
that with the Lincoln National Life at 
Wichita, Kan. 





Stark Heads Service Division 


F. H. Stark, for the last four years 
executive secretary of the Milwaukee 
Real Estate Board, has been appointed 
by the Old Line Life, Milwaukee, to 
head a new service division. Because 
of real estate mortgage holdings by in- 
surance companies and because Mr. 
Stark is familiar with mortgage prob- 
lems, it is believed that the new division 
will be related to this field. 





Hicks Resigns, Goes to Coast 


F. <A. Hicks, superintendent of 
agencies of the Guarantee Mutual Life 
of Omaha, has resigned, effective Nov. 
1. Mr. Hicks, is moving to California, 
where he will represent the company 
with a general agent’s contract at Los 
Angeles. He has been with the com- 
pany for 22 years, 14 as agency superin- 
tendent. 





Monarch of Canada Appointments 


The Monarch Life of Winnipeg has 
appointed W. Bartholomew, formerly 
investment manager, assistant general 
manager. W. T. Watson has been pro- 
moted from assistant actuary to actuary. 





Mesman Visits Agencies 


C. J. Mesman, assistant secretary and 
manager of the agency analysis bureau 





of the Pan-American Life, is spending 





October visiting agencies 


in Te 
Oklahoma and Missouri. 











Aetna Life Men in Texas 


Morgan B. Brainard, president of 4, 
Aetna Life; S. F. Westbrook, vice-pres 
dent in charge of the mortgage and loay 
department, and S. T. Whatley, vig. 
president in charge of agencies, y, 
guests of Elmer Abbey, San Antoniy 
general agent, at a banquet attended by 
southwest Texas agents. The Aety, 
officials also visited Del Rio and Dally 
























Dr. N. C. McCloud, vice-president and 
medical director of the Minnesota yy. 
tual Life, is making a tour of agencig 
in the mid-west and Texas. 


NEW YORK NEWS | 


KNIGHT AGENCY GAINS 20 PERCE)? 


Business of $1,116,254 was paid fo 
in September by the Charles B. Knight 
agency of the Union Central Life jy 
New York City. This represents a gain 
of $180,845 or 20 percent. The nine. 
month total is $22,021,496 compared 
with $12,462,259 last year. 

* *K x 
VAN SCHAICK IS UPHELD 
















































Superintendent Van Schaick of New 
York was upheld spiritedly in his har- 
dling of 18 mortgage guarantee and title 
companies, taken over for rehabilitation, 
in the report of G. W. Alger, Moreland 
act commissioner. 

Mr. Alger was appointed by Gover 
nor Lehman of New York to make a 
investigation of the manner in which the 
insurance department was handling 
these companies. Mr. Van Schaick re 
quested that such an investigation be 
made after he had been attacked by 
Max D. Steuer, who was representing 
a group of certificate holders. 

“Removal of Mr. Van Schaick as st- 
perintendent would not be justified by 
any short comings in his work, but 
would, I am satisfied, be highly injuri- 
ous to certificate holders,’ the Alger 
report declared. 

“No one today has any knowledge of 
this situation and its needs which is 
comparable to his. To lose the benefit 
of his experience would be a great in- 
jury to those who, as the law stands 
today, must rely upon him and his de 
partment to continue the service which 
they urgently require.” 

ae Ae 
ADOPT REVISED CODE OF ETHICS 


The Life Supervisors Association of 
New York at its first fall meeting 
adopted a revised code of ethics. Under 
that pact, supervisors agree not to pr0s- 
elytize full time agents associated with 
other companies or managers; not to 
make misleading representations o 
comparisons of other companies’ pol- 
cies. They agree to place surplus bus 
ness wherever possible with members 0 
the association; not to spread rumors 
nor indulge in idle, detrimental gossip; 
not to disturb business already 1 
force; to support the association of life 
underwriters in its efforts to improve 
the business; to defend production 0 
business by general insurance men 4 
long as it is properly submitted and at- 
cording to the accepted standard; 0 
conduct themselves in a manner t0 
bring credit to the agency, company, 
life underwriters association, supe! 
visors association and the institution 0 
life insurance, 

The revised code was presented by 5. 
D. Rosen of the Union Central. Charles 
Genther, Connecticut Mutual, was 4? 
pointed chairman of a committee to a 
range an annual dinner. 

*x* *k x 

CRAWFORD’S CONDITION GOOD 


W. S. Crawford, insurance editor @ 
the New York “Journal of Commerce, 
who was operated on for appendicitis, § 
now reported to be well on the road t? 
recovery. Complications developed las 
week and there was considerable cot 
cern for a couple of days, but now thet 
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seems tO be little doubt but that he will 
gil through in good shape. So assured 
is his family, that his daughter, Jean 
Crawford, is on the Bermuda trip of the 







International Association of Casualty & 
Surety Underwriters and the National 
Association of Casualty & Surety 
Agents. 
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The Connecticut Mutual Life an- 
nounces the appointment of James L. 
wast Taylor as general agent at Oakland, 
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JAMES L. TAYLOR 
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Cal, covering Alameda and Contra 
Costa counties, formerly under the 
jurisdiction of the San Francisco agency. 








injur-@% Mr. Taylor was born in Sao Paulo, 
» Alger #@ Brazil, of missionary parents. He at- 
IB tended school in South Carolina and 
edge of M@ returned to South America to engage 
hich is in the export and import business. 
benefit In 1924 Mr. Taylor went to New 
‘eat i: York where he entered life insurance as 
stands Man agent for the Aetna Life. Shortly 
his de after, he was transferred to Little Rock, 
which MF Ark, as supervisor, until May 1, 1928, 
when he joined the home office of the 
eli Penn Mutual as a member of the edu- 
cational department, acting as a repre- 
tion of #™ sentative of the western zone with head- 
neeting quarters in San Francisco; later becom- 
Under # ig associate general agent for that 
D pros- company in San Francisco. On Jan. 1, 
d with 1933, Mr. Taylor again took up personal 
not to production and has been a leading pro- 
ns of M™ ducer ever since. 
” poli- 
s busi- ° ° 
in Lieberich Advanced by Aetna 
‘umors Fred Lieberich has been named asso- 
¥OSSIp; ciate New Jersey general agent of the 
dy m@® Aetna Life with Newark headquarters. 
of life He will work with T. M. Searles, gen- 
prove eral agent. Mr. Lieberich joined the 
ion ol agency last July as an agent, after hav- 
en as ing been state manager in New Jersey 
nd ac: # for the Jefferson Standard Life for three 
d; 0 years. Previous to that he was affiliated 
er to with the W. A. White agency of the ohn 
pany, # Hancock Mutual Life in Newark. He is 
super: # a former president of the Life Under- 
ion ol Writers Association of Northern New 
Jersey and has taken an active interest 
by S. in the affairs of the National Association 
= of Life Underwriters. 
S ap- 
fo ar Dykes Made District Manager 
The Equitable Life of New York has 
oD appointed J. R. Dykes, of Jacksonville, 
wee a., district manager for Duval and five 


adjoining counties. He is a past presi- 
dent of the Florida Life Underwriters’ 
Association and now a member of the 
€xecutive committee. His specialty is 
Sroup. He works under State Manager 
Victor E, Beamer. 
















Elbert Storer Is Retiring 





Indiana Manager Bankers of Iowa, Past 
President National Life Underwrit- 
ers Association Succeeded by Son 





Elbert Storer, who has been agency 
manager in charge of the Indiana terri- 
tory for the Bankers Life of Iowa for 
20 years, and is nationally known as a 
past president of the National Associa- 
tion of Life Underwriters, has been 
compelled to relinquish all business ac- 
tivity and consequently has resigned as 
Indiana manager. 

He is succeeded by his son, Horace 
Storer, who has had the title of associate 
agency manager, but for some time has 
actually been almost in complete 
charge, because of his father’s condition 
of health. 

Elbert Storer was president of the 
National Association of Life Underwrit- 
ers at the time of the convention in 
San Francisco in 1932. At that time 
he was in bad health. The opening 
session of the convention was held on a 
Tuesday evening. It was doubtful 
throughout that day whether Mr. Storer 
would be able to summon his strength 
to preside, but he remained in seclusion 
throughout the day and was able to 
function that evening. Thereafter, how- 
ever, he was compelled to drop out of 
association activities and for some time 
he has been in California attempting to 
regain his health. 

Horace Storer was educated at Butler 
University and at Harvard. He has 
been thoroughly educated in the busi- 
ness under his father and has gained 
valuable experience recently in assuming 
responsibility. 


J. W. Smiley 


J. W. Smiley of Lancaster, Pa., has 
been appointed general agent for the 
Jefferson Standard Life. He formerly 
represented that company as general 
agent in Florida. He recently resigned 
as president of the Pennsylvania Casu- 
alty and Associated Fire of Lancaster, 
and is now connected with the insurance 
department of the Widmyer-Prangley 
Company. 





H. T. Lewis, J. W. Saunders 


H. T. Lewis has been appointed man- 
ager of the Liberty Life of Topeka for 
southern California with offices in the 
Insurance Exchange building in Los 
Angeles. He has been in the business 
for 22 years and was formerly a gen- 
eral agent for the Mutual Life of New 
York. 

J. W. Saunders has been appointed 
agent at Long Beaeh, Cal. He was 
formerly connected with the John Han- 
cock, 


R. C. Millikan 


The Atlantic Life has appointed R. 
C. Millikan general agent for Greens- 
boro, N. C., and adjacent territory. He 
was formerly with the Massachusetts 
Mutual in Greensboro. 





H. B. Sewell 


The Franklin Life of Springfield, Ill. 
is reopening an office in Atlanta under 
H. B. Sewell. 





Hendrik Van Laer 


Hendrik Van Laer has been made 
manager of the Albany, N. Y., office of 
the Union Central Life with headquar- 
ters at 90 State street. Albany is in the 
territory handled by the C. B, Knight 
agency of New York. Mr. Van Laer 





has had experience in the life field with 
the New York Life in Albany . 





Shinn with. Yoemen 


J. B. Shinn, formerly assistant secre- 
tary of the Continental Life and St. 
Louis agency supervisor, has opened an 
agency covering the Colorado territory 
for the Yoemen Mutual Life. Offices are 
at 708 Security building, Denver. 





Life Agency Notes 








W. A. Page, formerly a leading San 
Antonio, Tex., producer of the Amicable 
Life, has been appointed general agent 
of the Provident Life & Accident at 
Brenham, Tex. 

C. M. Roudebush of the H. A. Chip- 
man agency of the Equitable of New 
York at Columbus, O., has been ap- 
pointed group supervisor for 34 counties 
in central Ohio. 

In a recent issue it was stated that 
Emmett D. Wayland of Columbia, Mo., 
had been made general agent of the 
National Fidelity Life. This seems to be 
not true as he is with the Sun Life of 
Canada. 

D. J. Ellison has been appointed as- 
sistant manager of the ordinary office 
of the Prudential in Buffalo. He will 
direct sales in Wyoming, Orleans and 
Genesee counties with headquarters in 
Le Roy. 


St. Louis Law Firm Dissolved 


The insurance law firm of Jones, 
Hocker, Sullivan, Gladney & Reeder of 
St. Louis is to be dissolved and two new 
firms formed. The firm is an outgrowth 
of a partnership formed in 1902 by 
James C. Jones and Lon O. Hocker, 
under the firm name of Jones & Hoc- 
ker. They will head one of the new 
firms, which will be known as Jones, 
Hocker, Gladney & Jones. The other 
firm will be known as Sullivan, Reeder 
& Finley. 


s 








CHICAGO NEWS 

















SPAULDING AGENCY STARTS SCHOOL 


The Spaulding agency of the Mu- 
tual Life of New York, Chicago, will 
start its fall school Oct. 16 to run until 
Dec. 18. It will be conducted by Man- 
ager R. E. Spaulding, I. B. Jacobs, edu- 
cational director, and Talmage Smith, 
agency organizer. The classes are open 
to all new and old agents of the Mutual 
Life and persons not under contract 
with the company who are interested, 
provided they are not connected with 
any other company as full-time agents. 
Classes will meet Tuesday evenings at 
7 p. m. in the agency offices One North 
La Salle street. The course will be 
comprehensive, starting with history 
and development of life insurance, dis- 
cussion of mutual and stock companies, 
participating and nonparticipating, safety 
factors, planning the agent’s work, pre- 
paring for interview, analysis of rate 
book, policies, discussion of the ap- 
proach, interview, close, etc., business 
partnership and corporation insurance, 
family protection plans, educational in- 
surance, estate problems and their so- 
lution, taxation of life insurance, etc. 

* * * 
JOHANNSEN ADDRESSES CLUB 


A. J. Johannsen, C. L. U., unit man- 
ager and supervisor of the Hobart & 
Oates general agency Northwestern Mu- 
tual Life, Chicago, this week addressed 
the Dotted Line club in that city, an 
organization of business paper salesmen. 
He gave the talk, “Planning the Sale,” 
which he delivered at the Milwaukee 
convention of the National Association 
of Life Underwriters. 

2% 

HOLD NYLIC RALLY CAMPAIGN 

The annual Nylic Rally campaign of 
the central department of the New York 
Life in Chicago was started this month, 
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to continue through November. There 
will be a dinner-dance Dec. 15 at the 
Edgewater Beach Hotel in Chicago, at- 
tended by agents who qualify. Inspector 
of Agencies R. E. Whitney of the de- 
partment is directing the contest and 
will officiate at the function which will 
wind it up. The annual rally always 
starts in the month in which Mr. Whit- 
ney joined the New York Life. On Oct. 
18 he will attain the 51st anniversary 


of this connection. 
x *k x 
ERNEST PALMER TO SPEAK 


The insurance division of the Illinois 
chamber of commerce will give a lunch- 
eon at noon Oct. 19 in the Stevens ho- 
tel, Chicago, Ernest Palmer, state di- 
rector of insurance, being the speaker. 








H. A. Behrens, president of the Conti- 
nental Assurance and Continental Cas- 
ualty, is chairman of the insurance di- 
vision and will preside. Mr. Palmer 
will speak on “The New Insurance 
Code.” 

ee eee 


THREE OBSERVE ANNIVERSARIES 


Several long service records with the 
New York Life in Chicago will be ob- 
served this month. L. H. Tracy, agency 
director Dearborn branch, is complet- 
ing his 30th year with the company; D. 
H. Bailey, agency director West Side 
branch, his 20th year, and J. J. Mac- 
Kay, agency director Lake Side branch, 
his 30th year. Special contests are being 
waged in the branches in honor of the 
anniversaries, to close with dinners. 














NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate 


Books, etc. Supplementing the ‘Unique Manual- 


Digest” and ‘‘Little Gem,”’ Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





Some New Policy Forms Out 





Liberty National Life Brings Out a New 
Rate Book With a Number 
of Revisions 





A new rate book has been issued by 
the Liberty National Life of Birming- 
ham. General revisions in loadings, sur- 
render values and disability benefits are 
shown. 

New policy forms included are: An- 
nual premium and single premium de- 
ferred refund annuities, preferred risk 
whole life (net level 3% percent), re- 
tirement income (endowment annuity 
at 60 and 65), family income, guaranteed 
premium policy for married women, 
economy special, single premium en- 
dowment at 85, single premium 10, 15 
and 20-year endowments. 

Family income protection, formerly 
available only by rider, is now issued 
in the form of a special policy. The 
guaranteed premium policy for married 
women is a 20-pay endowment at age 
85 policy providing for waiver of prem- 
iums falling due after death of the in- 
sured’s husband. 

Surrender values on all policies were 
revised for the sake of uniformity. Sur- 
render charges, where previously inade- 
quate or non-existent, were increased 
or added. The maximum surrender 
charge exceeds $15 only in a few in- 
stances on the short term endowments, 
and decreases to zero at the 10th to 
to 15th year, depending on the plan. 

Second year values, formerly in all 
policies, have been retained in the short 
term endowments, endowment at age 
50, limited pay endowments at 60 and 
65, and in the annual premium deferred 
refund annuity. Second or third year 
values, depending on plan and age at 
issue, are found in the endowments at 
55, 60 and 65, and in the retirement in- 
come plans. 

Third year values appear for all lim- 
ited payment and continuous premium 
whole life policies, limited payment and 
continuous premium endowments at age 
85, the family income and economy spe- 
cial policies. First year values appear 
in all single premium plans. 

Changes in surrender values were 
made with the general idea that it 
should not be necessary to sell insur- 
ance on the basis of surrender values, 
but rather on the basis of the protection 
furnished. 

Disability rates were not increased, 
but the benefit was reduced to $5 per 
month per $1,000 and the waiting period 
increased to six months. Disability 
must occur prior to age 55, the benefit 
after that age being ineffective. 





R. E. Larkin, assistant superintendent 


of agencies for the Connecticut General 
* visit San Francisco about 


Life, 
Oct. 1 








Is Issuing Low Cost Policy 





Northwestern National Brings Out Re- 
adjustment Contract with Low 
Initial Premium 





The Northwestern National Life is 
issuing a guaranteed premium reduction 
readjustment life policy giving perma- 
nent protection at low initial cost. The 
first premium is approximately half the 
level whole life premium, the rate in- 
creasing gradually up to the sixth year 
when the rate becomes that for full 
whole life and continues thereafter. The 
plan is whole life endowment at 85. 


Reduce Contribution to Reserve 


Low initial cost has been made pos- 
sible through substantial reduction dur- 
ing the first five years of contribution 
to the reserve required of the usual 
whole life form. The policy is issued in 
minimum amount $2,000, for ages 16-55, 
inclusive. Gross and reduced premiums 
per $2,000 unit at quinquennial ages, 
are: 





Cc Year. \ 

6 and 

Age 1 2 3 4 5 fter 
16 47.90 52.95 58.30 63.95 69.85 76.1 

oe. 44.55 49.90 55.55 61.45 67.70 

20 50.40 56.45 62.85 69.55 76.65 84.10 

-... 46.45 52.85 59.55 66.65 74.10 

25 54.10 61.65 69.65 78.10 87.00 96.40 

-+-. 49.40 57.40 65.85 74.75 84.15 

30 58.40 67.90 77.95 88.65 99.90111.90 

--+» 53.40 63.45 74.15 85.40 97.40 

35 63.75 75.85 88.80 102.55 117.25 132.95 

---. 59.10 72.05 85.80 100.50 116.20 

40 71.30 87.00 103.85 121.85 141.05 161.55 

-.+- 67.75 84.60 102.60 121.80 142.30 

45 82.80 102.90 124.45 147.50 172.20 198.65 

«+++ 80.90 102.45 125.50 150.20 176.65 

50 110.90 134.20 159.45 186.85 216.50 248.55 

«++. 109.20 134.45 161.85 191.50 223.55 

55 158.25 184.10 212.70 244.30 279.05 317.25 


«+++ 155.85 184.45 216.05 250.80 289.00 





Raises Annuity Rate Scale 


Connecticut Mutual Takes Action on 
Single Premium Contracts as of 
Oct. 16; President Loomis’ Views 








The Connecticut Mutual has increased 
its single premium annuity rates effective 
Oct. 16. The advance varies with age 
and type of annuity, being about 6 per- 
cent on the straight life annuity at the 
usual ages. 

This company about a year ago some- 
what increased its single premium an- 
nuity rates at a time when many other 
companies were taking similar action, 
but did not go to the full so-called “con- 
ference” scale which was put in force by 
the Equitable of New York and many 
other large eastern companies. The 
Connecticut Mutual’s single premium 
annuity rates in force for the last year, 
so far as is known, were the lowest on 
the market. They appear now to be 
slightly above the conference scale. 

The Connecticut Mutual, along with 





; 
4 


many other eastern companies, it had 
been reported, was considering raising 
the purchase price of single premium 
annuities around Jan. 1, 1935. -Due to 
the commanding position in which its 
low annuity rates placed it, the company 
had taken on a great deal of single pre- 
mium annuity business since July, 1933, 
when the former scale was adopted. 


President Loomis’ Statement 


President James Lee Loomis in an- 
nouncing the change to the field men 
stated: 

“It has become necessary to increase 
premium rates on single premium annu- 
ities, due in part to the difficulty of in- 
vesting, on the company’s standard of 
safety combined with a favorable rate of 
interest, the reserves of the continually 
increasing volume of annuity business 

“This action is taken on the principle 
that the rate must be such that different 
classes of business shall be self-support- 
ing, making a fair contribution toward 
expenses, losses, and the maintaining 
of an adequate surplus for the protection 
of contracts. 

“The present difficulty of investing 
funds makes it necessary also to with- 
draw as of the same date the combina- 
tion plan (single premium insurance and 
annuity) in connection with endowment 
policies. Therefore, no temporary an- 
nuity rates will be given the agency 
offices.” 


Offset by Dividend Increase 


The change in policy affects all single 
premium annuity applications mailed to 
the home office on and after Oct. 16. So 
far as Connecticut Mutual agents 
throughout the country are concerned, 
the sting of the forthcoming increase is 
more than offset by the company’s an- 
nouncement just made that the 1935 
scale of dividends will be on a basis 
averaging 10 percent higher than at 
present. 

The new and old rates on males for 
nonparticipating, single premium life 
annuities without refund, with instal- 
ment refund and with cash refund, for 
an income of $100 annually, are: 








Without With Instal- 

Refund ment Refund 

New Old New Old 

$18.51 $16.97 $19.76 $17.92 

18.23 16:73 “19:53 22. 

17.94 16.47 19.26 17.49 

17.64 16.22 19.01 17.27 

17.34 15.96 18.75 17.05 

17.04 15.70 18.49 16.82 

16.73 15.43 18.28 16.59 

16.41 15.16 17.96 16.86 

16.10 14.88 17.69 16.12 

15.77 1460 42741 “15:88 

15.45 14.32 17.18 15.63 

12 14.08 16.85 15.38 

4.79 18.78 16.57 16.18 

4.45 13.44 16.28 14.87 

4.11 13.14 15.99 14.61 

$3.77 22.88 15.70 14.85 

3.42 12.53 15.41 14.09 

3.08 12.22 15.12 13.83 

2.73 11.91 14.82 13.56 

12.389, 11.60 14.52 13.29 

12.04 11.29 14.23 13.02 

11.69 10.97 18:92 13:75 

11.34 10.66 13.68 12.48 

11.00 10.34 13.38 12.21 

10.65 10.03 13.02 11.93 

10.31 9.72 12.73 11.65 

9.96 9.40 12.48 11.37 

BM es sstaoin: aie 0i87s 9.62 9:09 22.13 131.09 
Raloisiste oases 9.29 8.78 11.83 10.81 
69. 8.95 8.48 11.53 10.54 
8.62 8.17 11.24 10.27 

8.30 7.87 10.94 10.00 

7.98 7.58 10.65 9.73 

7.66 7.28 10.36 9.46 

7.35 7.00 10.07 9.19 

7.05 6.71 9.79 8.92 

6.75 6.43 9.51 8.66 

6.45 6.16 9.23 8.40 

6.17 5.89 8.95 8.14 

5.89 5.63 8.68 7.89 

5.62 5.37 8.42 7.64 

5.35 5.12 8.15 7.39 

5.09 4.88 7.89 7.15 

4.84 4.65 7.64 6.91 

4.60 4.42 7.39 6.67 

4.36 4.19 7.15 6.44 

WITH CASH REFUND 

40 20.07 18.16 56 15.87 14.44 
41 19.83 17.95 57 15.59 14.18 
42 19.59 17.74 58 15.31 13.92 
43 19.35 17.53 59 15.02 13.66 
44 19.10 17.31 60 14.73 13.40 
45 18.84 17.09 61 14.45 13.14 
46 18.59 16.87 62 14.16 12.88 
47 18.33 16.64 63 13.87 12.61 
48 18.06 16.41 64 13.58 12.34 
49 17.80 16.17 65 13.29 12.07 
50 17.53 15.93 66 13.00 11.80 
51 17.26 15.69 67. i371 - 1154 
52 16.99 15.44 68 12.42 11.27 
53 16.71 15.19 69 12.13 11.00 
54 16.43 14.94 7." tieo ‘Decue 
55 16.15 14.69 71 #11.57 10.46 























ASSOCIATIONS 
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Top-notchers 





Connell, McKibbin, Williams and Cali, 
han to Speak at Sales Congress 
There Oct. 20 





CLEVELAND, Oct. 11.—A big x. 
tendance is expected for the Northeas. 
ern Ohio Sales Congress here Oct, 9 
sponsored by the Cleveland Life Under. 
writers Association. E. W. Brailey, gep. 
eral agent New England Mutual Li 
association president, will open the ge. 
sion. E. B. Fisher, National Life of Ve. 
mont, first vice-president of the associ 
tion, will be chairman of the morning 
session and J. H. Rutherford, manage 
Phoenix Mutual Life, second vice-prej. 
dent, will preside in the afternoon. 

C. D. Connell, New York City, generg 
agent Provident Mutual and past preg. 
dent of the New York association, wil 
talk on “Prospecting in 1934,” and Rey, 
M. H. Lichliter, pastor First Congrega. 
tional Church, Columbus, O., on “An 
Underwriter’s Creed.” 

In the afternoon N. B. McKibbin, 
general agent Dominion of Canada Gen- 
eral, Toronto, who made a big hit at 
the national convention in Milwaukee, 
will talk on “Estate Analysis Selling’, 
W. F. Williams, district agent North 
western Mutual, Meadville, Pa. on 
“How to Sell Life Insurance,” and J. ¢, 
Callahan, manager Metropolitan Life 
St. Louis, who was elected secretary of 
the National association at Milwaukee, 
on “Trusteeship of Income Through 
Life Insurance.” 

* *K * 


Two Detroit Men Speak to 
Pontiac (Mich.) Association 


PONTIAC, MICH., Oct. 11.—H. B. 
Thompson, executive secretary Quali- 
fied Life Underwriters of Detroit and 
secretary-treasurer of the Michigan state 
association, spoke on “We Have Things 
to Do,” and R. E. Olmsted, agency 
manager Mutual Benefit, Detroit, on 
“Getting Action.” 

Mr. Thompson dealt with such prob- 
lems as legislation protecting the bene- 
ficiaries from actions by creditors, the 
need for close control of agents’ licens- 
ing and the elimination of poorly trained 
and unworthy agents, the replacement 
problem and the need for better pub- 
lic education. 

Mr. Olmsted said one of the principal 
misconceptions of the present is that 
college men are poor prospects. He 
found in a survey that four out of five 
of last year’s graduates are working. 
The medical examination is the best at- 
tion producing device, he asserted. 

+ ee 


Illinois Sales Congress 


The annual sales congress of the Il 
nois Association of Life Underwriters 
will be held at Peoria, Nov. 9. C. f. 
Axelson of the Northwestern Mutua 
Life of Chicago is president of the state 
body. There will be a meeting of the 
state officers the evening before ant 
there will be a get together dinner + 
that time. ‘ 

An amendment will be offered to It 
crease the board of directors by having 
four more. 





* * * 


Southeastern Missouri—The Southeast 
Missouri association met in Cape Girard: 
eau, 47 agents from seven counties 4 
tending. C. Lyle Malone, president 
Sikeston, presided. The honor guests 
were Superintendent R. E. O’Malley of 








Age New Ola Age New id 
72 11.29 10.19 79 9.39 aH 
73 “34.01 9.92 80 9.13 Hr 
74 10.73 9.66 81 8.88 ut 
75 10.46 9.40 82 8.63 He 
76 10.19 9.14 83 8.39 Lr 
77 9.92 8.88 84 8.15 i 
78 9.65 8.62 85 7.92 6. 
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missouri and Mrs. O’Malley, and Louis 
throgmorton, assistant general agent, 
Aetna Life, Shreveport, La. Mr. Throg- 
morton spoke on “Prospecting” and re- 
ported on the national meeting in Mil- 
waukee. Superintendent O’Malley gave 
q forceful talk, pledging cooperation of 
the department with the association to- 
ward raising life insurance standards 
py removing undesirable persons. Prior 
to the luncheon, which was held in con- 
nection with a celebration in Cape Gi- 
rardeau, 2 parade was held in which the 
association had a float stressing secu- 
rity obtained through legal reserve life 
insurance. 
* * x 
petroit—The federal government has 
no more right to attach the cash value 
of life insurance as a means of collect- 
ing taxes due than any other creditor 
has, Nathaniel Seefurth of Chicago told 
100 life underwriters. He answered a 
number of questions concerning credi- 
tors’ rights to life insurance proceeds 
and cash values. 
* * x 

south Bend, Ind.—Prospecting must be 
conducted on a systematic and intelligent 
pasis to yield results, especially under 
present economic conditions, said C. C. 
Doyle of Indianapolis, superintendent of 
agents Reserve Loan Life, at the first 
fall meeting. He was formerly presi- 
dent of the Columbus, O., association. 
He outlined the factors that convert a 
“suspect” into a prospect, and urged 
agents to save time by analyzing and 
qualifying their prospects and fitting 


them with the form of protection 
adapted to their needs. 
* * x 


Cincinnati—The Cincinnati association 
is holding a formal opening of its new 
quarters in the Carew Tower Saturday. 
From 11 a. m,. to 4 p. m. the rooms will 
be open for members and those who are 
considering joining the association. 
Perry F. Hoisington, the new executive 
secretary, will be on hand to greet those 
attending. 

* * * 

District of Columbia—Malcolm Adams, 
vice-president Penn Mutual Life, spoke 
at the first meeting. 

ie ee? 

Nebraska—A one-day sales conference 
will be held in Omaha Nov. 9. The fol- 
lowing day a large group of the dele- 
gates will attend the Nebraska-Pitts- 
burgh football game at Lincoln. 

President Walter Rigg has named C. 
A. Dobbs, Lincoln general agent Mutual 
Benefit Life, chairman of the legislative 


committee. The Nebraska legislature 
convenes in January. 

* * x 
Southwest Texas— At the October 


meeting O. D. Douglas gave a resume 
of the National association meeting. G. 
E. Nowotney presented the advantages 
of time control. He showed that such a 
plan consistently followed will result in 
a satisfactory production and a return 
of $7 to $8 per hour worked. 
ae 

North Dakota—Report on the meeting 
of the National association was made 
by R. A. Trubey at the monthly meeting 
in Fargo. 

* *K x* 

Huntington, W. Va.—G. E. Shinkle, 
general agent Ohio State Life, has been 
elected president. 

* * * 

Philadelphia—A. E. N. Gray, assistant 
Secretary Prudential, will be the guest 
Speaker at the first luncheon meeting 
Oct. 18. 

*x* * x* 

Northern New Jersey—The first lunch- 
eon-meeting will be held in Newark 
Oct. 15, instead of Oct. 8 as previously 
announced. The speaker will be Glenn 
B. Dorr, agency assistant of the C. L. 
McMillen agency of the Northwestern 
Mutual in New York City. 

*x* * x 

Indianapolis—A school covering re- 
quirements for the C. L. U. degree has 
been started. C. C. Crumbaker will con- 
duct the classes. 

* * x* 

Boston—At the first fall meeting Oct. 
16 Paul F, Clark, general agent John 
Hancock, and Manuel S. Camps, Jr., gen- 
eral agent Penn Mutual Life, will speak. 

: *x* * 

Central Massachusetts—J. J. Redican 
addressed the first fall meeting in Wor- 
cester on present day methods of pros- 
becting and selling life insurance. 

* * x 

Co!tumbus, 0.—D. J. Hornberger, treas- 
urer of Ohio Wesleyan University and 
Professor of economics and business ad- 
ministration, was the speaker before the 





first fall meeting. Paul J. Smith is the 
new president, and E. C. Deckard is 
chairman program committee. 

* * * 

Hartford—vV. B. Coffin, superintendent 
of agencies Connecticut Mutual, will 
speak Oct. 16 on the convention of the 
National Association of Life Under- 
writers. in Milwaukee. 

* * * 

Jackson, Miss.—Dr. J. O. Segura, vice- 
president and medical director Lamar 
Life, spoke on “Relationship of the 
Underwriter and the Medical Director. 

* * * 

Joliet, Ill—The meeting Oct. 18 will be 
addressed by L. M. Buckley of the E. S. 
Albritton agency of the Provident Mu- 
tual in Chicago, on “A Success Formula.” 


Views on Endless 
Chain Prospecting 


(CONTINUED FROM PAGE 8) 


know. Make out cards for them and 
on the back put the names of everyone 
who sat at the same table with each 
of those you know. Those seating ar- 
rangements probably were made be- 
cause each one at that table knew some- 
one else, generally intimately. They 
didn’t just ‘happen’ to be together. I 
attended a dinner recently at which 
about 600 couples were present. Check- 
ing the seating plan, I found there were 
12 couples whom I knew. I developed 
a list of 133 couples—one out of every 
five who attended. Fourteen of the new 
names were of people I had been want- 
ing to meet.” 

Mr. Goldstein urged the intensive 
working of certain offices or businesses, 
so that the agent becomes known as 
the life insurance man of that insti- 
tution and gains a semi-monopoly in 
time. 





URGES UNSELFISHNESS 











An enthusiastic sponsor of the end- 
less chain method of prospecting, Mr. 
Carbonara said that all of his business 
in the last seven years has come di- 
rectly or indirectly from three points of 
contact, one of them an old friend and 
two being colleagues of the friend. 

“This may sound childish and sim- 
ple,” he conceded, “but I am only re- 
citing my own experiences for whatever 
they may be worth to you. The end- 
less chain method of developing one’s 
business is the most pleasant and sen- 
sible from my point of view, but it 
should be based on the underwriter’s 
willingness to serve his clients un- 
selfishly and to the best of his ability. 

“My clients worry about my financial 
welfare more than I do myself, simply 
because they know that my desire to 
serve them *. not predicated on any 
immediate profit. As a matter of fact, 
I much prefer contacting with a man 
when he is not in the market for any 
insurance. I can do my best work then, 
because the selfish element of imme- 
diate personal profit is eliminated.” 

His discovery of the endless chain 
method was quite accidental, Mr. Car- 
bonara said. He dropped in to see the 
friend previously mentioned, who didn’t 
know his caller had gone into life insur- 
ance. In self-defense the friend started 
to tell why he couldn’t buy any more 
life insurance. Then Mr. Carbonara 
proceeded to show him how his insur- 
ance could be made to do what -he 
wanted at no additional cost. The re- 
sult, however, was that the friend 
bought $10,000 additional insurance. 


Millea Boston Claim Speaker 


The Boston Life & Accident Claim 
Association will hold its first meeting 
of the season Oct. 19. The incoming 
president, Willard E. Hein, State Mu- 
tual Life, will preside. The guest 
speaker will be Edward Millea, asso- 
ciate chief adjuster of the Equitable 
Life of New York, who was.one of the 
founders of the Boston association. 





Present Ideas Until One 
Clicks, Plan Currie Uses 


(CONTINUED FROM PAGE 8) 


out. She will be too old to get work 
and will be dependent for the rest of 
her life. You ask him, ‘Mr. Prospect, 
isn’t there some way that you could 
scrape together $5.40 a month or a total 
of $65.60 a year, so that she could main- 
tain her self-respect and not be depend- 
ent on anyone?’ It will never be hard 
to make him say, ‘yes.’ ‘All right, Mr. 
Man, write out a check for $17.03 or 
$65.60, put it there on the desk in front 
of you, and I'll show you what I have 
been able to do for you.’ After this, 
lay down the estate program in front 
of him, and write on it, ‘$100 guaran- 
teed monthly income continued to your 
wife for life, so long as she may live.’ 
It may be interesting to know that this 
final sale will give you more commission 
than you would have received on the 
$10,000 term plan which he said he 
could not afford, and at the same time 
you have done a real job for him, and 
especially his wife.” 


Rosen Discusses Methods 
of Combating Objections 





(CONTINUED FROM PAGE 8) 


molehill. Sometimes, however, the ob- 
jection paves the way for a close. When 
a prospect says he has no money, that 
is a signal for me to stop. He is much 
easier to sell than the man who says, 
‘I don’t need life insurance—if I die 
my wife-can get a job: she had one be- 
fore we were married.’ 

“My answer to the money objection 
is, ‘Mr. Prospect, if you could possibly 
afford insurance you would take it. You 
love your family and you’d like them to 
maintain the same standard of. living 
after you have gone as they do now. 








If you had money neither I nor the life 
insurance company would have to sell 
you life insurance. You would buy it. 
But during these depressing times the 
life insurance company has developed a 
policy giving your family the maximum 
protection for the very least cost and 
furthermore I am going to arrange the 
premium deposits to be made by you 
monthly. We won’t put away $100 a 
month, but only $10 a month.’ His 
first question after that will be, ‘How 
much insurance will this give me?’— 
and then the prospect is yours for the 
asking. The strange experience that I 
have been having with cases of this 
nature is that the prospect ends the 
story by buying a high premium-pay- 
ing form of insurance and paying for it 
annually.” 


Elaborate Analyses Give 
Competitor a Guide 


Mr. Rosen deprecated the use of elab- 
orate analyses and programs, pointing 
out that they furnish too good a guide 
post for competing agents, and also are 
conducive to delay in the prospect’s de- 
cision. He also warned against “one 
of the most objectionable of all prac- 
tices that we life insurance men in- 
dulge in, clinging to a lost cause.” 

“It is not our persevering nature but 
rather our unwillingness to say good-by 
to Mr. Jones whom we know we can’t 
sell but who is always glad to see us,” 
he said. 


Cuts Mortgage Interest Rate 
TORONTO, Oct. 11.—The Canada 


Life has announced a reduction in the in- 
terest rate on selected first mortgages 
to 5% percent. It is believed that this 
is the first move by a Canadian company 
to cut rates below 6 percent. Other 
companies are quoting 6 and 6% per- 
cent, but indications are that if any vol- 
ume of business is attracted to the Can- 
ada Life by the reduction, they will fol- 
low suit. 
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Keesling’s Report 
Is Comprehensive 
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surance companies, that federal super- 
vision is not expedient. We endorse 
strict state supervision’.” 

Mr. Keesling referred to the Finan- 
cial Independence Campaign and re- 
called that a special committee on pub- 
lic relations headed by Arthur F. Hall, 
president of the Lincoln National Life, 
had been appointed to consider ways 
and means of increasing the quantity of 





effective publicity concerning insurance. 
So far as legislation is concerned, insur- 
ance people should be interested in eco- 
nomic, social and political proposals 
which seemingly do not have a direct 
relationship upon insurance as well as 
upon measures of immediate importance 
such as taxation, regulation, limitations 
on the risks to be assumed. A determin- 
ation must be made of what is inimical 
and what if any action should be taken. 
Furthermore there should be adjustment 
in conformance with what is evidently a 
changing order or inevitable. Insur- 
ance companies are face to face with the 
problem of the federal government as a 
competitor in the making of loans to 








BIRMINGHAM, ALABAMA. 


LIBERTY NATIONAL LIFE INSURANCE Co. 











to 65 next birthday. 


Independence Square 





THE HOME LIFE INSURANCE COMPANY 
OF AMERICA 


PROTECTS THE ENTIRE FAMILY 


' Home Life agents are equipped to serve every need for life insurance. 
Modern policies are issued, on both Industrial and Ordinary plans, from birth 


eee eee 
A POLICY FOR EVERY PURSE AND PURPOSE 
OO 
Basil S. Walsh Joseph L. Durkin John J. Gallagher 
PRESIDENT SECRETARY TREASURER 


Philadelphia, Penna, 























inNEW ORLEANS 
SERVICE of the HIGHEST 


sevelC— 


HOTEL 







Lrudée of the BZouth 


home owners, he pointed out. Taxa- 
tion he called a “grim monster.” The 
possibility of a socialistic state exists. 
It might lead to government assump- 
tion of insurance. ; 

He referred to the complicated ques- 
tion of interest rates and said that in- 
surance men must not overlook any 
government activity which affects in- 
terest returns. He pointed out there 
has been an uninterrupted decrease from 
5.14 percent in 1929 to 4.21 percent in 
1933 in gross rate of interest earned on 
mean invested funds. Mr. Keesling 
undertook to make a fair appraisal of 
the “new deal.” He said he has no pa- 
tience with general indictment of emer- 
gency activities. The investing public, 
he said, has certainly been surrounded 
with safeguards as relates to transac- 
tions in securities and on exchanges. 


Learning Human Nature 


“We learn much of the behavior of 
the human being seeking total and per- 
manent disability benefits and we shall 
learn more as they resort to proceedings 
which permit evasion of honest obliga- 
tions,” he said referring to various 
measures passed by Congress for the 
relief of debtors. 

He advocated relinquishing code op- 
erations to the representatives of the in- 
dustries involved. He said the NRA 
has been useful in cooperating to re- 
move the annoyance of marginal pro- 
ducers and itinerants in business. 
Insurance people should mobilize 
their forces to inform the legislator 
while he is at home. There should be 
a friendly approach and presentation of 
the essentials of life insurance. It is 
not practicable to attempt this when 
legislatures or Congress are in session. 





Financial People 
in Chicago Meet 
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Business Men’s Assurance of Kansas 
City, explained the setup and machin- 
ery for handling the investment depart- 
ment of his company. He described 
some of the services used. W. N. Boy- 
den, vice-president Continental Assur- 
ance in Chicago, told about the work 
his financial department is doing, saying 
that it kept a daily quotation record on 
all securities prices so that any weak- 
nesses can be found. 

A. A. Zinn, manager mortgage loan 
department State Life of Indiana, ex- 
plained that his company has found it 
advisable to create its own loan organ- 
ization rather than to rely upon local 
correspondents. After discussing the 
State Life’s mortgage loan operations 
Mr. Zinn invited questions from the 
floor on various subjects and aroused 
special attention when he asked those 
present to explain the types of bonds 
in which their companies are now in- 
vesting and also whether they are mak- 
ing more city or farm loans. 


Effect of the HOLC 


He encouraged the discussion on the 
effect of the HOLC in the city loan 
field. It was plain from the remarks 
of those who talked on this question 
that the HOLC is making very few new 
city loans at this time, that its real 
purpose was to advance as much 
money as possible on real estate in a 
distressed condition and that most of 
the loans it is making now are those 
for which applications were made some- 
time ago. Its present funds will not 
last much longer than next April after 
which life insurance men apparently will 
not expect it to be much of a factor in 
the loan field. 

E. L. Trinkle, president Shenandoah 
Life, chairman of the nominating com- 
mittee, reported that the committee rec- 
ommended that H. B. Hill, president 
of the Abraham Lincoln Life, who was 
secretary this year, be chosen as the 
new chairman and Harry Wade of In- 
dianapolis, assistant to the president of | 





—=>= 
Mr. Lacy retired from office havin 
served the section most effectively, te 
has contributed much to the gener 
cause by his knowledge of differen, 
forms of investments. 

The problems encountered in acquit. 
ing title to real estate through foreclos. 
ure or otherwise are multiplying rapidly 
according to Carney, associate 
counsel of the Western & Southern Lif. 
The situation surrounding most mort. 
gagors and security for the loan js 
changed in many respects since the loay 
was made by the mortgage investment 
department. When the company pro. 
ceeds to reduce the item to its real estate 
account, various legal problems present 
themselves. Problems as to the status 
liability and responsibility of the orig. 
inal mortgagor and his grantees or as. 
signees keep step with problems as to 
quantity, character and value of the se 
curity involved. Mr. Carney cited a num. 
ber of interesting cases in which the 
title was involved and presented many 
difficulties. 
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the United Mutual Life, be secretary. 


My commission expires Dec. . 
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ALES IDEAS AND SUGGESTIONS 








Tips on Effective Closing Methods 
and Technique of Handling Sales 
Interview Are Given by Barnett 


Closing technique may be summed up 
py saying that a good closer is like a 
good boxer, he hits on his toes going in 
hecause the same effort put forth if 
struck while going away has only a frac- 
tion of the same power, said B. L. Bar- 
nett of the G. V. Austin agency of the 
Aetna Life in Brooklyn at the New 
York City Sales Seminar. Mr. Bar- 
nett has made quite a reputation as 
an “office closer” or pinch-hitter who 
has successfully consummated many dif- 
feult sales when called in by other 
agents. 

“A good football player pushes for- 
ward when he is tackled,” Mr. Barnett 
pointed out. “We should never decide 
in our own mind that the prospect 
doesn’t wish to buy. Always remember 
that every objection used by the pros- 
pect in the close is the very reason why 
he should buy life insurance now. Be 
confident. Assume that the prospect is 
going to buy. Proceed as if not a single 
obstacle is between you and the sale. Be 
so confident that you will be really sur- 
prised if the prospect fails to buy. 


Advises Concentration on 
Closing Point That Appeals 


“Concentrate on the one closing point 
that appeals. Have in mind at least a 
dozen closing points. Give them to the 
prospect one by one, but as you give 
them, watch him closely to discover 
which one point registers—then stop and 
hammer away on this point until the 
prospect says, ‘yes.’”” 

Disclaiming the use of high-pressure 
methods, Mr. Barnett said the trouble 
with most agents is not that they use 
high pressure but that they use no pres- 
sure, 

“High pressure is where a man has 
been pressed to buy and then is dis- 
satisfied,” he said. “On the other hand, 
when a man buys something with which 
he is pleased after having bought it, all 
the pressure in the world that may have 
been brought to bear is justified. 

“Remember always that the purpose 
of the call is to sell life insurance. Your 
sales talk is valueless unless you make 
a certain number of definite attempts 
to close. Servicing, counseling, pro- 
gramming are fine, but they are lost 
unless you close a sale. I feel that four 
tries before quitting is the smallest num- 
ber of attempts one can make. 

“The problem arises when the pros- 
pect agrees with your counsel but is 





unready to do anything about it. From 
this point on, the job of the real salesman 
starts. Additional counsel is of no value. 
The subject is far removed from the 
prospect’s mind, so he procrastinates. 
Something must be done at this time 
to bring the future to the present and 
get the prospect excited about it.” 

Looking for the psychological moment 
for the close, or watching for the gleam 
in the prospect’s eye, are all bunk, al- 
though there is a certain amount of tech- 
nique in how to put the question at the 
right time, Mr. Barnett said. The Austin 
agency, he said, emphasizes three types 
of closes: The trial close, to see if he 
is “sizzling” (this involves asking some 
simple question involving a “yes” an- 
swer); second, the alternate close, some- 
times called the fatal alternative, in 
which the prospect is given the choice 
of two answers, either of which would 
close the sale; third; decision on a minor 
point, or the “if” method: asking the 
prospect if he wants his wife named 
beneficiary, if he wants to pay premiums 
annually, or any of a number of similar 
questions. 


Says Implied Consent Is 
of Great Help in Closing 


“Implied consent is of the greatest 
importance in closing, as most people 
hate to make a decision, and others are 
not capable of doing so,’ Mr. Barnett 
pointed out. “That being the case, why 
insist on getting a decision? Use the 
painless method; make the decision for 
him. To recognize implied consent you 
must watch for all the signs. If he says 
‘It’s not a bad idea,’ assume that he is 
going to buy and start working on that 
application. Or he may say, ‘What will 
this thing cost?’ or ‘Well, I’m not sure.’ 
All these are implied consent, so don’t 
deliberately force the man to say, ‘I’ll 
take your policy.’ Assume that he wants 
it and get ready with the app or the ap- 
pointment for a medical examination. 

“Don’t be timid in closing. If you 
started to close too soon, don’t worry, 
the prospect will check you fast enough. 
It only means that he isn’t completely 
sold, so you just have to try over again 
and you must have something new to 
shoot at him so it is not wise to tell 
everything you know in the beginning. 
Hold something in reserve, such as set- 
tlement options, spendthrift clause, etc. 

It is wise to know something about 
the prospect’s business so as to be able 








to talk to him in his own language, Mr. 
Barnett advised. Insurance terms such 
as extended term insurance, extensions, 
automatic premium loan, pure endow- 
ment and the like often go over the pros- 
pect’s head. 

“Here’s what I mean by talking a 
prospect’s own language,” he said. “I 
had a case involving a real estate man. 
I said, ‘Mr. Prospect, if Mr. Smith, the 
president of the First National Bank, 
stopped you on the street and asked 
you if you would be interested in getting 
a piece of property located on the main 
street of the city and which the bank 
would be willing to turn over to you free 
and clear of all liens and encumbrances, 
and which the bank guarantees is worth 
$10,000 (in fact they will put up $10,000 
in cash to guarantee this figure)—if this 
banker were to turn over this property 
to you, on which you would have to 
pay only the present rate of taxes would 
you be interested? The bank will guar- 
antee that this property will not depre- 
ciate and even if in later years the taxes 
may rise, whatever tax you pay this year 
is the tax you pay thereafter. 


Life Income at 60 Contract 
Basis of This Presentation 


“You are now 35, Mr. Prospect, and 
as this property is unimproved and you 
receive no income on it, the bank will 
make a written agreement with you that 
when you reach the age of 60 it will take 
back the deed to the property and return 
you all the money you invested, plus a 
liberal rate of compound interest. Dur- 
ing the interval you shall have the right 
to mortgage this property—the size of 
the mortgage depending on the length 
of time you have paid taxes. When you 
are 60, the bank will erect a building on 
the property and return to you, as long 
as you live, 12 percent annually on the 
amount of money you have deposited. 
How does that sound? 

“*Another important point in this ar- 
rangement would be that, because of the 
fact that the property is vacant and re- 
turns no income now, if you should die 
at any time before you reach 60, the 
bank will pick up the deed from your wife 
and give her in cash the $10,000, plus, 
that they guaranteed was the value of 
the property.’ Life income at 60 does 
the trick here. 


Leans to Examination Close 
as Simplest Way to Proceed 


“Personally I like the examination 
close the best of all. It’s easy, after 
you’ve gone through your sales talk, to 
ask, ‘Do you have periodic examina- 
tions’ or ‘Have you been checked over 
recently?’ Now try for your date for 
examination. This may be all elemen- 
tary to you but it is worth repeating. 
Some men can deliver 90 percent of their 











examined and issued business. If that’s 
possible, then why not try for examina- 
tions? 

If you have shot the works and things 
come to a standstill, here is a useful 
phrase to employ: ‘Is there anything I 
can clear up?’ If he says ‘yes,’ answer 
it and try to close again. If he says ‘no,’ 
start to fill out the app. 

“In closing, tell your prospect what 
is to be done. Don’t ask him. For in- 
stance, ‘We will make this payable to 
your wife, with your daughter as con- 
tingent beneficiary,’ or ‘The doctor will 
be here at 10:30 tomorrow.’ 

There is nothing like a good story 
to get action. The best story is one from 
your own experience. Here’s one that 
I’ve used quite often when a man tells 
me he'll call me and let me know when 
he wants the doctor to see him: 


Relates Story He Uses 
to Induce Action 


“‘*Mr. Prospect, very few people call 
their life insurance brokers when they 
want to buy life insurance, yet very few 
would go one day without fire insurance. 
And the peculiar part of this condition 
is that only one fire policy out of every 
1,265 becomes a claim, and yet everyone 
carries fire insurance. When a man has 
a fire and no fire insurance, he may be 
wiped out completely financially, but he 
is still here to start all over again and 
carry on. But when a man dies, he dies 
all over. Many men leave their offices 
at night and don’t show up at their desks 
the next morning, so why not complete 
this plan now?’ 

“T have also used the following story 
if a man’s hobby happens to be hunting: 
I ask him how he would enjoy taking a 
trip with three or four men for about 
three months through the best hunting 
grounds of Africa, and then I ask him 
what would be the smallest amount of 
money his wife would require per week 
while he is on this hunting expedition. 
And then I show him the amount of 
income his present life insurance would 
provide and use this as a wedge to com- 
plete my sales talk by telling him that 
some of these days that trip to Africa 
may be one from which he won’t come 
back, so why not complete the plan now? 

“Sometimes help is needed in closing 
and the ‘double-up’ method is not a bad 
idea. There are many prospects that can 
be closed who don’t like the way you 
comb your hair, or the color of your tie, 
or some little thing stands in the way of 
an actual close. Call in one of your other 
underwriters—a new face with a new 
idea will close cases that you, yourself, 
cannot close, and sometimes half a loaf 
is better than no loaf at all. 

“Only one underwriter talks at a time. 
The other should be the good listener. 
The underwriter who has made contact 
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arranges for an appointment with his 
prospect and the other underwriter 
makes the proper introduction at the ap- 
pointment and goes into a song and 
dance, The other underwriter watches 
the reaction of the buyer and just at the 
right moment asks a question and then 
goes on with his sales talk, and the first 
underwriter makes no interruption until 
the sale is made.” 


Talks on Business Forms 
at New York Sales Meet 


(CONTINUED FROM PAGE 9) 


Therefore any life underwriter who does 
not sell business insurance because of 
the fact that he doesn’t possess contacts 
with big business is simply overlooking 
a good bet. Every small storekeeper 
and every small, modest-sized business. 
is in real need of business insurance and 
that is the field which must be taken 
care of by members of the life insurance 
fraternity. 

“Another fallacy exists in business in- 





surance. Very often it is thought that 
business insurance is necessary for lim- 
ited companies but not so urgent for 
partnerships. This is wholly incorrect. 
The death of a partner results in the 
liquidation of the partnership and the 
surviving partner becomes responsible 
for the debts involved. Under these 
conditions it is very advantageous for 
the surviving partner to have a business 
insurance agreement in force so that at 
the death of the other partner he will 
have the money in hand to pay off the 
said partner’s interest, thereby succeed- 
ing to the full ownership of the busi- 
ness himself. 

“In the closely held corporation, busi- 
ness insurance is most essential. It 
doesn’t make any difference whether one 
stockholder has a larger share of stock 
than the other stockholder, the closely 
held corporation stock should be retired 
through business msurance at the death 
of a stockholder.” 


L. E. Hartzell, Wichita agent of the 
Midwest Life, in 27 consecutive working 
days sold 63 policies. 
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Systems of Sales 
Approach Are Told 
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make an impression and give him some- 
thing to turn over in his mind after the 
underwriter has left. 

In dealing with the old friend whom 
the agent hesitates to solicit directly 
for insurance, he should drop in to ex- 
plain the four principal ways of leaving 
the proceeds of life policies. A later 
call will often prove that the friend has 
developed an interest in the interval 
that will bring about an unforced clos- 
ing of the sale. Many good leads can 
often be obtained from service calls on 
policyholders or others who do not buy 
but appreciate the service rendered and 
like to return the favor, Mr. Peyser 
said. The agent may have to assist 
him by asking the usual questions, if he 
knows anyone recently married, or who 
has had a child, received a promotion, 
or the like. Never overlook securing a 
= a service call, the speaker ad- 
vised. 





SELLS STRANGERS 





The biggest advantage of a well-or- 
ganized “cold” direct mail approach 
system is that it continuously supplies 
the agent with an automatic day’s work, 
without which results at the end of the 
year are not going to be commensurate 
with the ability of any given under- 
writer, said Fred Woolf, John Han- 
cock Mutual Life, New York City. Mr. 
Woolf prefers to sell to strangers, such 
business constituting about 80 percent of 
his total volume. 

In planning a program of cold solici- 
tation with direct mail approach, the 
agent must first determine the type of 
prospect with whom he feels his person- 
ality, his appearance, his ability and his 
background and experience will count 
most—professional men, shopkeepers, 
college men, business men, manufactur- 
ers, clerks or bankers. Shall he confine 
himself to the downtown district, the 
uptown district, or spread his work all 
over the city’s five boroughs? The 
speaker has confined himself to Man- 
hattan, largely in mercantile and indus- 
trial lines, and tries to eliminate all 
prospects with less than $5,000 incomes. 


Study Sources of 
Names for List 


Classified lists of names can be ob- 
tained from listing concerns, either 
weekly or in batches. Those who can- 
not afford buying such lists will find up- 
to-the-minute names  in_ directories, 
newspapers and magazines, such as 
“Advertising & Selling,” “Printer’s 
Ink,” and other advertising and trade 
journals, which give news of advertis- 
ing agents obtaining large new ac- 
counts or the appointment of new part- 
ners. Suburban news sheets have 
proven particularly valuable. 

Use some special type of policy to 
describe in the letter, although this is 
only a wedge to get in, Mr. Woolf ad- 
vised. The particular contract that he 
uses as a leader amounts to only about 
10 percent of his business, he has found. 


Qualities for Good 
Letter Are Outlined 


The letter must (1) be brief enough 
for the prospect to read it all before he 
realizes he has done so; (2) have punch 
in the brief description of the leader 
policy; (3) be subtly flattering and con- 
tain a challenge; and (4) assure the 
prospect that when the agent calls the 
visit will be brief. The latter is always 
a promise. The letter must be written 
on the best possible stationery the agent 
can afford and the letterhead engraving 
must be a perfect job. Mr. Woolf en- 
closes with each approach letter an at- 
tractive leaflet prepared by himself, 
which tells a story which may strike 
the fancy of the prospect. 

Gaining entrance to the prospect’s of- 





fice is vastly easier because of the letter 
having paved the way, Mr. Woolf has 
found. Once inside, he is constan 

alert to dispel any fear of the Prospects 
that the call is going to be Prolonged, 
At the same time he gets as much jg, 
formation as possible with an eye to 
the succeeding interview. ‘ 


Present Effective 
Approach Methods 
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is simple and probably to you doesn't 
sound very exciting, but it has helped 
to arouse a man’s curiosity. Perhaps yoy 
could make use of it. 

“After the tremendous disappoint.’ 
ments of the last four years, it seems, 
to me that now is the ideal time to get 
busy and show people what really cop. 
stitutes a good investment. I personally 
haven’t had any competition with stocks’ 
and bonds for a very long time.” 1 

Mr. Wilson is an expert at cold can. 
vass and is the author of “There Are 
No Strangers,” dealing with his experi. | 
ence in this type of selling. 


Seven Points in Evolving 
Plan for Prospect Listed: 
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form worthwhile services, some of. 
which each can carry out equally well, 
and some of which are unique either 
with one or the other. Both have their 
advantages and their disadvantages, and 
it would seem advisable to look to the 
task to be done and fit the institution’ 
to the task. 

7. Use your technical knowledge 
mainly in your own office to simplify 
complicated situations. If you try to 
use too much in your prospect’s office, 
you will find yourself complicating sim- 
ple situations, and the letter never 
spelled out a sale. It is true that the 
prospect is interested in*knowing your | 
qualifications, but at the same time he 
knows that it is the weak case that 
needs the most pleading before the 
court. 


J. 1. Reece Is Acquitted by 
Jury in One Criminal Case” 


J. I. Reece, former Tennessee com- | 
missioner, was acquitted by a jury at | 
Mountain City, Tenn., of charges of | 
embezzlement and fraudulent breach of 
trust. ; 
The charges related to his handling | 
of approximately $22,000 of funds in the 
department’s unadjusted back tax at-) 
count—money paid by insurance com-— 
panies under protest and the subject of | 
litigation. Mr. Reece testified that he 
turned the money over in the fall of 
1932 to a “finance committee” for Gov- 
ernor McAlister’s election campaigt, | 
under promise of repayment later. 

Similar charges are pending at Nash- 
ville, where the grand jury last Febru 
ary returned five presentments accus 
ing Reece of larceny, embezzlement by” 
public officer and fraudulent breach 
trust in connection with the back tax 
account. Irregularities totaling $16,364” 
are alleged in those presentments. 
few days after those charges were pre 
ferred, Reece went on trial in Nashville 
on a previous indictment, charging laf 
ceny of $100,000 of bonds held in escrow 
by the insurance department. He was 
convicted of grand larceny and his pun- 
ishment fixed at from three to ten years. 
An appeal to the state supreme court 
is pending. 


New Oklahoma Assistant 


Leonard Savage, asistant Oklahoma - 
insurance commissioner, has resigned to 
enter private law practice. He will be 
succeeded by F. W. Petree, Verden at 
torney. es 





